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Provident Mutual North British «« Mercantile 


Life Insurance Company 
of Philadelphia Insurance Company 
PENNSYLVANIA LIMITED 
een 115 YEARS OLD 


The new policy contracts of the Provident ° " . 
Mutual make it easy for an agent to fit a policy to Fire, Tornado, Automobile, Sprinkler 


a definite need of his policyholder. Leakage, War Risk, Explosion 


The policyholder also finds it easy to understand ° : 
that his particular purpose in taking the policy and Kindred Lines 


will be definitely carried out. SECURITY—Resources ample for all obligations 


These policies are thus admirably adapted to an SERVICE—Expert advice on insurance problems 
Insurance Programme—for the protection of the 
policyholder’s family or of his own old age, through 
income—for the education of his children—for the 
protection of his business or of his estate—for the CECIL F. SHALLCROSS, UNITED STATES MANAGER, 
cancellation of a mortgage or other debts. 76 WILLIAM STREET, NEW YORK CITY 
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| A Policy You Can Sell 
W E B E LI E V E A $5,000 Policy In THE UNITED LIFE 


INM E N and ACCIDENT INSURANCE COMPANY 
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PAYS of death from certain SPEC- 
$5,000, the face of the policy IFIED ACCIDENTS. 


The rank and file of men are honest, earnest and loyal. in case of death from any $59 PER WEEK, direct to 


They are eager to learn and quick to appreciate genuine cause. the insured, in case of total 
helpfulness. They will fight for business ideals that saa tet - 
aa a y a $10,000, or DOUBLE the disability as a result of ac 
face of the policy, in case of cidental injury, for a period 
These natural virtues in men form the basis of the deathfromany ACCIDENT not to exceed 52 weeks; and 
‘close co-operation between the Home Office and the * after that $25 PER WEEK 
agency force of The Lincoln National Life Insurance ; . 
Company. These instinctive traits cause the Lincoln $15,000, or THREE TIMES throughout the period of 
National Life agency force to give back a harvest of better the face of the policy in case _ disability. 
results for all service expended in their behalf. 
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Men who benefit from such a spirit of whole=hearted A Sound, Conservative- 





teamwork find it profitable to - i 
New England Institution 





(unk uP( with THE 0) LINCOLN’: 





[he Lincoln National Life Insurance Co. United Life and Accident 
“Its Name Indicates Its Character” Insurance Company 


Lincoln ‘| ife Building FORT WAYNE, INDIANA 


’ Home Office, United Life Bldg. Concord, N. H. 
Now More Than $300,000,000 in Force u 
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“PERFECT © 
—————. | 


o, \ / - 
SER} VICE 
NS COVERS 
S| THE fh. Ss 
- \ COUNTRY \ 


A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 











More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company has plenty of room for addi- 
tional agency material. 
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Reliance Life Insurance Company 
PITTSBURGH, PA. 
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ITH this issue of Tie Spectator 

is included a second section con- 
taining articles and illustrations concern- 
ing the special lines of fire and casualty 
insurance, which are of particular inter- 
est to manager and agents alike. 


THE WEST VIRGINIA SURETY FIASCO 

IMILAR failures to that of the West 

Virginia Surety Company, and ru- 
mors that have been current in connection 
therewith, are suggestive of the need of 
some change in the current system of 
insurance company examinations. <A 
review of the stock insurance company 
failures of the past few years will show 
that all of them occurred under 
circumstances strikingly similar, that is, 
the disappearance or substitution of secu- 


have 


rities following an examination. In three 
other cases, as in this one, an abnormal 
proportion of the assets were held as 
bank deposits. In the three cases re- 
ferred to the insurance company failures 
were closely associated with bank fail- 
ures. In the case of the West Virginia 
Surety it is not yet known what became 
of over $100,000 held in bank deposits, 
as well as at least double that sum in 
other assets, and, it may be added, there 
are some very ugly rumors afloat regard- 
ing the disappearance of some of these 
funds, Fortunately for the small list 
of policyholders, it appears that they will 
lose nothing by this failure, but the stock- 
holders will probably forfeit everything 


that they have invested in the company. 
It is exceeding.y proper that the State 
insurance authorities should endeavor to 
protect by examinations the interests of 
policyholders, and they have generally 
succeeded in doing so. The suggestion 
that the examination committee of the 
National Convention of Insurance Com- 
missioners go further and adopt tactics 
which will safeguard the stockholders, as 
well as the policyholders, is not without 
merit. There is at present proof enough 
that in almost every company there ex- 
ists the possibility of collusion between 
staff officers to liquidate or abscond with 
enough securities to impair the capital 
and cause a total loss of the investments 
of the stockholders in the company. 
This might be overcome by more fre- 
quent examinations of the assets, con- 
ducted at unexpected times. Such exam- 
inations would not consume much time 
or money, and, if conducted under the 
auspices of the examination committee 
of the National Convention of Insur- 
ance Commissioners, need not mean a 
return to the much criticized conditions 
existing before the excellent work of 
that committee was inaugurated. The 
possibility of an unexpected examination, 
or examinations, of assets would make 
unscrupulous officials chary of borrow- 
ing securities for show window purposes 
or of substitution immediately after the 
are turned. It goes 


examiners’ backs 


‘without saying that stockholders are en- 


titled to protection by insurance depart- 
ments, as well as holders of policies; 
they are as much a part of the public 
as are the policyholders, 

In this case, in all likelihood, the in- 
surance department of Virginia, the head 
of which has been appointed receiver, 
will take steps to bring to serious account- 
ing one of the officers of the company, 
hecause, if the certificate of the Dela- 
ware insurance commissioner can be re- 
lied upon as authentically certifying to 
the assets possessed by this corporation 
in 1922, somebody is guilty of dissipat- 
ing a very large portion of them. Proof 
of guilt should be speedily ascertained 
and adequate punishment administered. 
Assuming the trustworthiness of the re- 
port of the Delaware commissioner, a 
serious offense appears to have been com- 
mitted in manipulatiing the assets, accord- 
ing to subsequent developments, including 
the result of Colonel Button’s investigation. 
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HENRY FORD’S MISTAKE 

" Ppeangpetions L. AYRES, president of 

the American Life Insurance Co., 
Detroit, has issued a statement in which 
he points out the fallacy of the argu- 
ments advanced against life insurance by 
a certain J. V. Nash in the pages of 
Henry Ford’s paper, The Dearborn Inde- 
pendent, some time ago. When these 
attacks first came to light, THE SPECTA- 
Tor, both editorially and in its news col- 
umns, refuted them and predicted that 
they would prove to be a boomerang. 
This has been the case, for widespread 
criticism of The Dearborn Independent 
has resulted and Mr. Ayres’ present reply 
to the ridiculous assertions made by this 
J. V. Nash, regarding the great and bene- 
ficent institution of life insurance, is 
additional proof of the truth of the 
prophecy. The president of the Ameri- 
can Life, substantiating his claims by 
figures from THE Specrator’s Insur- 
ance Year Book, shows that 241 regular 
legal reserve life insurance companies 
made a net profit of only 26 cents per 
$1,000 of insurance in force during 1922. 
Despite this fact, the companies extended 
their service to 18,788,173 homes and 
offices in that year and the insurance pro- 
tection aggregated $39,557,051,825. With 
reference to this, President Ayres states: 

The amount ($10,369,364) carried to net 
profit before deduction of interest on invested 
capital, losses on investments, etc., amounts to 
the sum of a fraction over 55 cents per office 
and home to which the service is rendered. 
Putting it another way, the gross profit (on 
$309,557,051,825 of insurance in force) before 
deduction for interest on capital investment, 
losses on investments, etc., amounts to a frac- 
tion over 26 cents per $1000 of life insurance 
protection afforded. Not so startling a sum 
as indicated in Mr. Nash’s glaring headlines, 
“Where Does Big Money Go?” 

Mr. Ayres goes on to demonstrate that 
even if the item of 7.1 per cent of pre- 
miums and earned income, which is addi- 
tional surplus security to policyholders, 
were added to the .7 of 1 per cent of 
premiums, earned income and all con- 
sidered earnings, the total would amount 
to but 7.8 per cent of premiums and 
earned income; not an unreasonable sum 
when invested resources of over six 
billion dollars are taken into account. 
The Ford Motor Company, in the refu- 
tation drawn up by the president of the 
American Life, suffers by contrast with 
the life insurance companies, for he 
asserts that the Ford erganization, on 
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(1743-1826) : 
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The name of Thomas Jefferson, of Shadwell, Va., third president of the United States and \ 

author of the immortal Declaration of Independence, shines with brilliancy in the galaxy of our chief Ind 
executives. tice 
College-bred, in 1767 he was admitted to the bar and in 1769 was a delegate to the house of pra 
burgesses, where his first noticeable effort was made for the easier freeing of slaves. . 

i 

When the Boston Port Bill took effect, on June 1, 1774, Virginia decided to make common Pre 

cause with Massachusetts, and Jefferson favored the setting-apart of June Ist as a day of fasting and P oMr 
prayer. In anger, the governor, Lord Dunsmore, dissolved the assembly in August, and the members on 
met to advise the Virginians to send deputies to the convention to consider the affairs of the colony and = 
to elect delegates to a general Colonial congress. in 0 
Jefferson was chosen a delegate to the convention. Unable to attend, his communication, pub- | : P 

lished under the title “A Summary View of the Rights of British North America,” constitutes a stirring 4 
document. While not adopted, the document caused Governor Dunsmore to threaten Jefferson with pre! 
trial for treason, and his name is included in a bill of attainder moved in Parliament but not enforced. T 
Had this sterling champion of his country’s cause preferred to accept the emoluments seductively offered his : 
by the Crown, he might have passed his life in soft and uneventful paths. He chose the risk of fight- B has 
ing for the welfare of his fellow men. | dies 
Jefferson was a member of the Second Congress, which met in Philadelphia in 1775, and took | the 
his seat on June 25th, four days after the battle of Bunker Hill. John Adams was an unswerving | pap 
admirer of Jefferson and declared all his acts were “prompt, explicit and decisive.” eelected to the S wh 


Third Congress in 1776, Mr. Jefferson had the opportunity for the great service he was to render his 
country. It was on June 7th that Richard Henry Lee, of Virginia, moved that independence be de- 
clared. Jefferson was chosen to draft the declaration, although Adams had a hand in it, historians 
claim. At all events the declaration was passed on July 2, 1776, though the formal adoption of it is All 


accepted as having occurred on July 4, 1776. 


: = : . eee : In 
Appointed a commissioner to France, he declined, in order to serve Virginia in forming a 


state constitution. He abolished the principle of primogeniture, and it is to him that this country is obli- 
gated for the establishing of the freedom of religious opinion. He succeeded Patrick Henry as governor 
of Virginia, 1779 to 1781. Elected to Congress in 1783, one of the things he did was to secure the 
adoption of the decimal system of coinage. He went abroad in 1784 to help negotiate commercial 
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treaties. He succeeded Franklin as minister to France and was there during the destruction. of the Ty 
Bastille in the French Revolution. In 1789 Washington made him Secretary of State. Withdrawing Dae 
to Monticello in 1794 he was recalled to public life in 1 797, to assume the vice presidency, and in 1801 edith 
he became the third president of the United States, serving two terms. As head of the Federal Party, | aa 
contrasted to the Republicans, he is hailed by Democrats as the father of their party. In 1809, after a ie 
year of public service, he retired again to Monticello and died there a few hours before John | durit 
Adams, his presidential predecessor. His writings were many, his advice went far toward starting the | deliv 
United States upon its prosperous career, and his entire life was an exemplification of service to his | uneq 
country. | TI 
Jefferson’s life was that of service to mankind; you should make life insurance serve your 7: = 
family to the fullest extent. chart 
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The Prudential Bw 
Insurance Company of America me 
Epwarp D. DuFFIELD, President » Inde: 
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asset resources of Over $400,000,000, 
showed a net profit last year of more 
than $140,000,000. Thus, says Mr. 
Ayres, it is apparent that Ford, as a 
single enterprise, made considerably more 
net profit in one year than did the 241 
life insurance companies combined ; even 
with their several billions of invested 
asset resources and even if it is admitted 
that the 105 millions of replacement se- 
curity surplus can be called earnings. 

Where the writer in The Dearborn 
Independent attempts to belittle the jus- 
tice of the rates charged by life insur- 
ance companies for the protection they 
offer, and employs the American Exper- 
ience Mortality Table to support him, 
President Ayres makes it evident that 
Mr. Nash was apparently not aware that 
an adequate reserve must be maintained 
in order that either the policy may mature 
as an endowment, become paid up at a 
definite time, or, at best, continue a level 
premium throughout life. 

The president of the American Life, in 
his answer to The Dearborn Independent, 
has thoroughly exposed the fallacious 
character of the attacks launched against 
the institution of life insurance by that 
paper and, in so doing, has rendered a 
valuable service to the public at large. 





DELIVERY COMPLETED 
All Orders for the Fire Insurance Pocket 
Index Have Been Filled 


In line with its record for many years past, 
the Fire Insurance Pocket Index was again 
published this year far in advance of the issu- 
ance of any similar chart, the first copies of the 
Fire Index having been received from the 
printer March 22, 

Tue SpecTAToR is now pleased to be able to 
announce that the deliveries of the very large 
edition of the Fire Index for 1924, bound in 
manila, have been completed. A comparatively 
small edition bound in leather will be shipped 
during the present week, thus completing the 
deliveries of this publication, which enjoys an 
unequaled circulation. 

The Fire Index, therefore, not only has 
maintained its long record of being the earliest 
chart issued yearly, but its publishers have 
promptly supplied all customers without delay 
with their respective orders, ranging usually 
from one hundred to five thousand copies each, 
r Some fire insurance managers have informed 
l'ue Spectator from time to time that certain 
competitors, when spoken to about the early 
issuance of THe Sprcrator fire chart. alleged 
that even though the publishers of the Fire 
Index issued advance copies far earlier than 
other charts, as a matter of fact the orders of 
“ompanies were filled by the various publishers 
ot charts about the same time each year. 


Following the announcement of publication 
on March 22, The Spectator Company, with its 
accustomed enterprise, ran its presses day and 
night until the entire edition was printed, and 
notwithstanding the very large production and 
the necessity of printing and handling sepa- 
rately the numerous covers containing adver- 
tisements of different companies and firms, all 
orders have now been filled. 

Insurance companies interested in the early 
issuance and use of fire charts will make note 
of the respective dates of delivery by the sev- 
eral chart publishers. The two other fire chart 
thus far heard from within the past week 
announced that they were just about to start 
deliveries. poe ay 
Union and Phenix Espanol Makes Large 

Gains 

Substantial advances marked the business of 
the United States branch of the Union and 
Phenix Espanol Insurance Company of Madrid, 
Spain, last year. Its net premium writings ex- 
ceeded those of the preceding year by over 
$431,000 and were the largest on record in any 
single year since the company established its 
American branch, with the single exception of 
the peak year, 1920. The favorable character 
of the company’s acceptances is indicated by 
the fact that, although premiums increased 
over $431,000, losses incurred only grew to the 
extent of $88,000 over those of the preceding 
year, and the ratio of losses incurred to pre- 
miums was but 55.5 per cent, while expenses 
only required 37.1 per cent, so that the com- 
hined loss and expense ratio for 1923 was less 
than 93 per cent of premiums. A large addi- 
tion was made to the premium reserve, the in- 
crease having been over $437,000, against an 
increase in premiums of $431,000. The assets 
also grew to the extent of $488,000. As of 
December 31, 1923, the United States branch 
of the Union and Phenix Espanol reports $4,- 
258,674 of resources, while among its liabilities 
was a premium reserve of $3,242,208, and after 
due provision for all liabilities there was a 
surplus of $384,866. The net premium writings 
last year were $4,053,506, and the losses in- 
curred amounted to $2,263,209. It will thus 
be seen that this old and respected company, 
which has been in business sixty years, Oc- 
cupies a very strong position among the rein- 
surance companies operating in this country. 
It is managed, in common with six other fire 
and casualty reinsurance companies, by Fester, 
Fothergill & Hartung, 110 William street, New 
York, N. Y. This firm is widely and favorably 
known as a prominent factor in the reinsur- 
America. It has been 
business for 


business in 
the reinsurance 


ance 
specializing in 
many years. 


Monopolistic State Fund Bill Killed 

The Downing Monopolistic State workmen’s 
compensation fund bill has been killed in the 
New York Senate. 
A complete index of the proceedings of the Amer- 
ican Life Convention, from 1906 to 1923, inclusive of 
the medical and legal sections, has been compiled and 
published by Thomas W. Blackburn, secretary and 
counsel of the convention. 





§ 


North Dakota Official Takes Position on 
Separation 

Cuicaco, Int., April 8.—S. A. O’Loness, 

Commissioner of Insurance for North Dakota, 

sent a letter to Charies Belcher, manager of the 

Western Insurance Bureau, last week, taking a 

stand similar to that of Superintendent Wil- 


liam R. Baker of Kansas. He wrote in part as 


follows: 


Since all efforts at reaching an amicable set- 
tlement of the Union-Bureau controversy seem 
to have stranded, and inasmuch as it appears 
that the Union faction have resumed their de- 
mands for separation from mixed agencies, 
thus causing great loss and hardship to inno- 
cent agents, the insurance department deems 
it a duty to express its keen regrets and disap- 
proval of said separation policy. 

This department subscribes to the attitude 
taken by Commissioner Baker of Kansas, and 
we look with decided disfavor on any attempt 
at needless disturbance of old-established 
agencies just because they represent both Union 
and Bureau companies. 

For the common good of the fire insurance 
business this department respectfully requests 
your compliance. 





Examining Underwriters Hear Walter Hill 
The Examining Underwriters Association, 
the local fire group in New York city, held a 
dinner meeting at Miller’s restaurant there 
last Tuesday evening. The guest of honor and 
principal speaker was Walter Hill, vice-presi- 
dent of the Retail Credit Company of Atlanta, 
Ga., the substance of whose remarks on 
““Moral Hazard” will appear in next week’s 
issue of THe Spectator, together with some 
of Mr. Hill’s personal comments on the devel- 
opment of “general fire’ credit inspection. W. 
IF. Barton, general adjuster of the North Brit- 
ish fleet, also addressed the gathering, choosing 
for his topic, “The standard fire policy and 
bar risk cancellation.” The dinner was at- 
tended by nearly 100 members of the associa- 
tion. 
World Fire and Marine Obtains New York 
License 


The World Fire and Marine Insurance Com- 
pany of Hartford has received its license from 
the New York Insurance Department to trans- 
act the classes of business provided for under 
sections 110 and 150 of the insurance law in the 
State of New York. 


McCabe to Head Automoble’s New 
Foreign Marine Department 

In order to take care of the growth of their 
foreign marine business the Automobile Insur-" 
ance Company of Hartford has found it expe- 
dient to organize an entirely new foreign 
marine department. The new department will 
be in operation April 1, and will have its 
headquarters at the home office in Hartford. 


Fred 


Opportunity Open 
On another page of this issue of THE Spec- 
TATOR will be found the advertisement of an 
Eastern life insurance company which is seek- 
ing the services of a young man, graduate of 
a life insurance training course, who can bring 
original ideas to fruition in print. 
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NATIONAL FIDELITY 
NATIONAL FIDELITY 
NATIONAL FIDELITY’S 


NATIONAL FIDELITY 
NATIONAL FIDELITY 


KANSAS CITY--- 


Now the Permanent Home of 


NATIONAL FIDELITY LIFE 


Kansas City was chosen because it is at the exact center of the territory, extending from Minnesota on 
the North to Texas on the South, in which NATIONAL FIDELITY operates, and because of the greater 
efficiency and economy of operating from such a center. 


was permanently financed at time of original formation. 
has continued under the same management throughout its history. 


doors have NEVER closed leaving a single completed claim unpaid. Invariably, payment has been made 
the SAME DAY proofs were received. 


has record for growth, general accomplished results and service to policyholders that is uncommon. 


issues only standard, legal reserve, ‘‘old-line’’ policies, including corporation, business, partnership and 
all forms of income insurance, also ‘‘Junior’’ policies. 


The cultivation and preparation of the field by intensive methods applied direct to selected prospects 
by the company goes beyond the ordinary methods and actually results in creating in the mind of the 
prospect a FAVORABLE ATTITUDE toward life insurance and toward this company and its agent. 


Some of our best producers gave entire credit for from 25% to 35% of their 1923 business to this coopera- 
tion furnished freely by this company. 


NATIONAL FIDELITY LIFE 


Insurance Company 


Home Office: Kansas City, Mo. 
RALPH H. RICE, President 


P.S. Have you received YOUR copy of the Declaration of Independence, the Mayflower Compact, Kipling’s ‘‘If’’, and the 
Bridge Builder (all suitable for framing)? A post card will bring you, without obligation, all or either of the above. 








western Mutual Life 


The Northwestern Mutual 





50.97 % 


Of the new business issued by The North- 


members previously insured in the Company. 


Once a Policyholder--- 
Always a Prospect - 





of Milwaukee, Wisconsin 


W. D. VAN DYKE, President 


Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
Insurance Company 





in the year 1923 was upon applications of | Winthrop M. Crane, Jr., President | 





This Company has always pursued those policies 
in the conduct of its business that have given it 
a high reputation for stability and fair dealing. 


Has always rendered the highest grade of service to 
its policyholders. 


Has always extended reasonable assistance and en- 
couragement to its representatives to develop 
and hold their business. 


THE POLICYHOLDERS’ COMPANY Its policy contracts give to each individual insurer 


full protection, safeguarding, at the same time, 
Life Insurance Company the interest of all its policyholders. 


JOHN BARKER FREDERIC H. RHODES 
Vice-President Vice-President 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








MIDWEST LIFE GETS CHARTER 


New Company to Have Authorized Capital 
and Surplus of $500,000 Each—Is 
Being Organized by F. R. Warner 


A new company, the Midwest Life of Chi- 
cago, has been chartered by the Illinois insur- 
ance department and expects to commence 
operations at an early date. The company will 
have an authorized capital and surplus of $500,- 


ooo each and will start with a pzid-in capital 


of $100,000 and a paid-in surplus of like 
amount. A block of stock aggregating 2000 
shares has been issued and the stock will be 


sold on the basis of two for one. 

The Midwest being 
Frederick R. Warner, a man who has had about 
thirteen years’ experience in the life insurance 
business. Mr. Warner with the North- 
western Mutual Life for nearly six years and 
subsequently went with the Travelers, finally 
becoming one of the leading producers for that 
company. His specialty is monthly income in 
surance. Mr. Warner was educated at Beloit 
College in Wisconsin. activities 
fore entering the life field 
confined to Chicago. 


Life is organized by 


was 


and his be- 


insurance were 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 


Life Insurance Company 


Springfield, Massachusetts 
Incorporated 1851 


has 











G. Davidson Becomes General Field 

Supervisor of Reserve Loan Life 

Company 
Gaylord Davidson, former life underwriter 
and for a number of years connected with the 
Shenandoah Life Insurance Company of 
Roanoke, Va., has taken a position as general 
ield supervisor of the Reserve Loan Life In- 
surance Company of Indianapolis. 

At the mention of Mr. Davidson’s name many 
will recall the widespread recognition attained 
by him underwriters when he 
awarded the Calef loving cup for the prize 
essay of the National Association of Life Un- 
derwriters in 1921. Mr. Davidson is to leave 
shortly for an extended trip among the South- 
ern agencies of the company to supervise and 
build up business among these branch offices. 


among was 


Life Insurance and Charities 
Under National Associa- 
tion of Life Underwriters has issued a pam- 
Ensign, 


the above title the 


phlet, compiled by Secretary E. M. 
which contains plans and suggestions for utiliz- 
ing the life insurance system in making provi- 
sion for charitable objects. Among the subjects 
The Necessity 
{ Compulsory « Methods 
of Contributing to Charities; Life Insurance— 


the Modern Method of Making Benefactions 


treated by various writers are: 
r Semi-Compulsory 


( 


Possible, Adequate and Certain; Underwriting 
Charity by the Institution of 
Life Insurance; Selling the Idea of Bequest 
Insurance for Charitable The 
pamphlet contains numerous good ideas for the 
sale of life insurance for philanthropic pur- 


the Hazard of 


Purposes. 


poses. 
How Knowledge of Agent Affects Fraud 
Defense 
The Illinois Law Review for February con- 
tains an article by Paul E. the Chi- 
cago bar, upon the subject, “How Far Does 


Price, OL 


Knowledge of an Agent Affect the Defense of 
Fraud in an Action on a Life Insurance Pol- 
icy?” Mr. Price discusses the rules of the 


Federal Supreme Court and the State courts 
bearing upon this general phase of litigation. 
Rules and regulations are presented very lu- 
cidly by Mr. Price, and this article should do 
much toward preventing agents from inad- 
vertently becoming parties to frauds 
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MULTIPLE=LINE AGENCIES 





Comments Made on a Prevalent Ten- 
dency in Large Cities 





FRANK A. BERTHOLD GIVES HIS 
VIEWS 





Manager of New Life Insurance Depart- 
ment of Weed & Kennedy Discusses 
Conditions Underlying the 
Movement 
A growing custom during the past few years 
has been the tendency on the part of both 
agents and general agents of insurance compa- 
nies to the possibilities of adding 
other lines of coverage than those already han- 
dled and to thus broaden the scope of their 
As a result, many large 


consider 


service to the public. 
agency firms throughout the country now rep- 
resent life, fire, casualty and surety companies. 
Agents making a specialty of each of thvse 
branches conduct their respective departments 
with profit to the multiple-line agency. 

As was recently announced, the insurance 
firm of Weed & Kennedy, one of the oldest 
and most successful fire and casualty agencies 
in New York city. has established a life in- 
surance department under the management of 
Irank A. Berthold. Mr. Berthold has long 
heen a leading life insurance producer and, 
through I'rank A. Berthold & Co., of which he 
is the head, has built up a considerable volume 
of business among prominent financiers and 
husiness men. 





When Your 
Prospect 
Says, ““Yes’’ 


You get the thrill of Success when 
prospect says ‘‘Yes.’’ Your 
talk has made him want what you 
have to offer and it is good to know 
that you have succeeded, but what 
else is in it for you? That’s where 
your agency contract comes in. 


your 


We have good openings in OHIO, 
PENNSYLVANIA, WEST VIRGINIA, 
KENTUCKY, ILLINOIS, INDIANA 
and MICHIGAN, with contracts di- 
rect with the company for men who 
want more than a thrill for the work 
they do. 


Address in confidence, 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio. 
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To the Man Who is Willing—and Will 





S/n oe eG 
ORRENDER AT SAN IPC. 
ONT-TE 


Weare prepared to offer unusual opportunities for money- 
making NOW and creating a competency for the FUTURE. 





For Contracts and Territory, address 


H. Wi, HARGROVE, President : - ° BEAUMONT, TEXAS 

















We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 


pany. 
vestigate. 


It will pay anyone interested to in- 


All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 














A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance 
Life—Health—Accident. Pays 
Fifty Weeks Indemnity — Or- 
dinary and Industrial Straight 
Life Insurance. 


Home Office 


NASHVILLE TENNESSEE 











A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 


Unique life insurance leaflet in which Limited 

payment endowment and income insurance are 

presented in a novel way. Fine business getter, 
Per 1,000. $20; per 500, $12; per 100, $3. 

On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
tion. Sample copies of any or all these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
Insurance Exchange 


135 WILLIAM STREET 
NEW YORK 
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TRUE UNCAPHER 
ey - . 
m” , ae Vice-Pres. and Gen. Mer. 
S = 
3s HOME OFFICE—SPOKANE, WASHINGTON 
id Mr. BERTHOLD’s EXPERIENCE the life department would be qualified for his spi — has a decided advantage 
, - : ask J ici visi cuard ver the man who is an agent for a single life 

‘ ager of Weed & Kennedy’s new de- task and would have sufficient vision to guard é ) 

It The — " his j ih wy Senet the interests of the other lines handled by the insurance company. I believe this to be so for 

ts partment began his insurance career about being done away with through the education the reason that the requirements of the indi- 

fifteen years ago as a representative of the hrokerage house or agency. This condition is vidual case should dictate the selection of the 
Mutual Benefit Life and was so successful in and training of new executives and, as a re- companies whose policies will be applicable. 
selling life insurance to corporation officials sult of this and of the pressure being exerted The representative of the multiple-line agency 
fy Satie. ee see aamaiiaiall oltas . 0 public demand, multiple-line agencies are or brokerage house is not confined to the poli- 
that, ne. PORES Sener PP hecoming the rule rather than the exception. cies of any one company, and is thus better 
president of the Huff Agency of the Travelers equipped to serve his client. Naturally, he 
| and shortly became its leader in personal pro- a must be a specialist in life insurance. A man 
vf | duction. He subsequently opened his own office ; vee _ can no longer be a “Jack of all trades.” He 
«ae idieety: decent: Maen Viel Ge, aka Mr. Berthold pointed out that just as this must have original ideas and be able to devise 
| q ae x ’ « P <. 40 P ° . : , 
: iain vcted as agent for the Union was an age of specialization in all industries, "ew methods of approach _and sale. Age-old 
} various s acted as < P c : : : a sub # i ; 
ee 2 : f 50 was it also in the life insurance business. ubterfuges and so-called “stunts” bring only 
| Central Life and the A®tna. The growth o 4 Rea ad adele ill EE negative reaction on the part of the prospect. 

, | his business, and that of the men with whom ‘8 @ Producer . seal ages ¥ pan site an0e There has been too much subterfuge in the 

é 2 ror 2 insurance lz , se ife i 3 
he surrounded himself, soon demanded larger 92,000,000 worth of lite msurance last year elling of life insurance already. The pros 
ae iain, ia tala Mr. Berthold spoke from his own experience pect who is a man oi judgment and affairs will 
i GRRE SE, SCOR, Ee Ole . aliiie te onal: listen to a straight business proposal of bene- 

now located in the building at 80 Maiden , : fit to him, but he cannot be sold by “tricks.” 
Lane. During the past few years, however The multiple-line agency is the logical de- 
y : k AB : hold & Co. h 2 a a velopment of the desire on the part of the pub- 
. oe sem ~O. have expanded S0 lic for complete protection at a minimum Acents Must Grasp OpporTUNITIES 
rapidly that after May 1 they will occupy an of expense and trouble. The policyholder, \ a tie 
extensive suite of offices at 120 Broadway. through the multiple-line agency, deals with Mr. Berthold also explained to THE 'SPECTA- 
one firm, knows that his every insurance need oR that the life insurance representative of a 
r A Principte THAT WILL CoNnTINUE —_ - er — ar filled, _ has  multiple-line agency must be a producer who 
= ‘onndence 1n e€ vaiue o e service he re- ™ tS ae 
Following the announcement by Weed & Pest The fire and casualty insurance ‘aus Chenega sadness -_ CEPI and 
| Kennedy that Mr. Berthold had been given which also has an adequately-managed life in- makes the most of them. On this point he 
| supervision over their newly-established life said: 

! insurance department, THE SPECTATOR, seeing The situation that oftes confronts the life 

in this move another step in the current devel- insurance man from a multiple-line agency is 
| opment of multiple-line agencies, referred to Wh NTED this: His prospect has been sold life insurance 
i an extensive article in our issue of March by os different —— separate : at 
; : : yanies at various times during a peri 

} 20, sent a representative to call on him at his pai tin Ps reauie.- thes ocliesladiten cone 
I rc . . #58 1 oc M4 als. sas ’ ’ 

; F office. Asked whether, in his opinion, there at the home office of a small haps, have an assortment of contracts in force ; 
F would be a continuation of the multiple-line astern company, a young none of them co-related and all without a defi- 
principle in insurance agencies operating in man, single, graduate of a uni- nite affinity of purpose. The representative of 

| congested centers of population as well as in versity course of life insurance the life — pages mega 

smaller towns. l ee and who can, through print, ES ee yt oP rags 
er towns, Mr. Berthold replied: Ses Pe OP a the policyholder in seeking protection, and 
f Of course. The development of the business convey to others Bis Knowledge scientifically unites the insurance he sells so 
F has been such that to-day the public looks to and the results of his own ex- that it forms a 100 per cent life insurance 
the insurance agent or broker for complete perience. estate. He represents clients, not companies, 
service in all lines—fire, casualty and life. If : and is given confidence by the knowledge that 
that service, intelligently directed and ren- Opportunity knocks at his in the brokerage house or agency to which he 

: — is not forthcoming, the business goes door who can make good. ps the — oe are en 

clsewhere. In the past, large fire and casualty co-ordinated and can fill any insurance need. 
agencies in big cities have hesitated to estab- Addcess Han 414 The fire, casualty and life insurance depart- 
lish life insurance departments, or vice versa, ments do not conflict; they supplement each 
because of the problem of choosing a mana- Care of THE SPECTATOR, New other. The ultimate effect, when the multiple- 
serial head for such new branches. They York line agency is properly managed, is such as to 
would not take the step until they were cer- make it superior in every way from the stand- 
aad tain that the man they placed in charge of LL point of service to the policyholder. 
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Insurance Company 


| _ NORFOLK, VIRGINIA 





Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 


President Managing Under. 
Fire Dept. 


Vice-Pres. and 
Secretary 
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UNITED STATES BRANCH 


110 William Street, New York 
Horatio N. Kelsey, Manager 
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THREE BOOKS OF REAL MERIT 
The Vest Pocket Book-keeper 


A simple and concise method of Practical Bookkeeping with instructions for 
the correct keeping of books of account. How to take off a trial balance 
sheet and finally close and balance accounts. 160 pages, 
artistic leatherette. Price $1.00 postpaid. 


The Real Estate Educator 


The New Edition contains the Federal Farm Loan Sys- 
tem. How to Appraise Property, How to Advertise 
Real Estate, How TO SELL REAL ESTATE, The 
Torrens System, Available U. S. Lands for Homesteads, 
The AB C's of Realty and other useful information. 

208 pages cloth. $2.00 postpaid. 


The Vest Pocket Lawyer 


This elegant work just published contains the kind of 
information most people want. You can know the law— 
what to do—what to avoid. It is a daily guide—a 
manual of reference for the business man—the law student 
—the justice of the peace—the notary public—the 


INTERSTATE CASUALTY C0. 


BIRMINGHAM, ALABAMA 


AUTOMOBILE INSURANCE 
LIABILITY INSURANCE 
PLATE GLASS INSURANCE 


A SPECIALIST COMPANY 
Surplus to Policy Holders $408,090.84 





farmer—the clergyman—the merchant—the banker—the 
doctor. 360 pages printed on bible paper. Cloth 
$1.50. Postpaid. 


THE SPECTATOR COMPANY 


Cuicaco OFrFicE 135 Wiiitam Srrest 
Iwsurnancze Excuancr NEW YORK 





CHICAGO SAN FRANCISCO Houston | 
830 Insurance Exchange Alaska Commercial Chronicle Building 
Building Building 


ALBUQUERQUE 


Satt LaKeE City ) 
112 South Third Street 


1015 Boston Building 


LouISVILLE 
Gaunt & Harris 
Speed Building 
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DEPOSITS OF DEFUNCT WEST VIR- 
GINIA SURETY COMPANY 
Stocks, Bonds and Certificates of Deposit 
Held in Delaware and Virginia 

According to the latest advices received from 
Richmond by THE SPECTATOR, no annual state- 
ment covering the year 1923 has yet been filed 
with the Virginia Insurance Department by the 
\Vest Virginia Surety Company of Wilming- 
ton, Del., for which company Insurance Com- 
missioner Joseph Button of Virginia was re- 
cently appointed receiver. The latest annual 
statement of that company available is that 
fled with the Virginia department, showing 
its condition as of December 31, 1922, upon 
which the company secured admission to Vir- 
ginia, In this statement the company reported 
having deposits in the States of Virginia and 
Nelaware as shown below: 

Deposited with the treasurer of Virginia for 
the protection of Virginia policyholders: 


: Par Value 
Certificates of deposit in the First Na- 


tional Bank, Farmingdale, N. J $10,000.00 
Certificates of deposit in the Putnam 

County Bank, Harriman, W. Va.. 2,500.00 
(The above represents par and market 
values. ) 


Deposited with the Insurance Department of 
Delaware for the policyholders in every State 
in which the West Virginia Surety is author- 
ized to do business: 


Stocks 
337% Shares International Clay 


Par Value 
$28,675.50 


1 Share First National Bank.... 175.00 

10 Shares Augusta Trust ....... 1,250.00 
20 Shares New Jersey Fire Insur- 

See COMPANY occ cccccass 600.00 

100 Shares Clifford Eng. Co....... 10,000.00 
688 Shares West Monmouth Water 

MUNN es Sec ress 4 Soe ace e aes 6,880.00 

800 Shares Temple Iron Company 30,000.00 

Bonps 

1,000 Liberty First 4%4s.......... 1,900.00 

500 Beneficial Loan 6s........... 500.00 
18,900 West Monmouth Water Co. 

First Mortgage 6s......... 13,900.00 

10,000 Surety Mortgage 7s......... 10,000.00 
First Mortgage 8s. on real 


estate 37,000.00 
_ CERTIFICATES OF DeEposIT 
Certificates of deposits in banks 


and trust companies........ 
It will be observed that the locations are 
given of the banks whose certificates of deposit 


76,700.00 


were reported as being deposited with the 
Treasurer of Virginia, whereas there are 1:0 
definite locations given for the concerns whose 


stocks, bonds and certificates of deposit are 
listed as being deposited with the Insurance 
Department of Delaware. 

The criticisms of the apparent laxity on the 
part of the Delaware Insurance Department in 
connection with the West Virginia Surety Com- 
pany have been followed by reports from Dover 
that an official investigation may be made. 


Court Upholds Referee’s Decision 

On taking the case of the Fidelity and Cas- 
ualty Company of New York against Frederick 
Mark & Sons to the Appellate Division of the 
Supreme Court the decision by William H. 
Hotchkiss as referee was affirmed. The Mark 
agency suddenly canceled their contract with 
the Fidelity and Casualty to become the agents 
of another company. With the cancelling of 
the contract they kept in their possession vari- 
ous reports and other papers containing much 
Valuable information. The insurance company 


iminediately had an act of replevin taken out 
and the court appointed Mr. Hotchkiss as 


referee. 


EQUITABLE LIFE AND CASUALTY IN 
GOOD CONDITION 
Department Report Shows Company to Be 
Financially Sound—Capital Is Now 
$200,000 
Cnicaco, Itn., April 5—The Equitable Life 
and Casualty Insurance Company, whose home 
othce is at Frankfort, Ky., but whose executive 
office is in the London Guarantee and Accident 
'nuulding here, was recently examined by the 
Kentucky Insurance Department. The report 
demonstrates that the company, which is a new- 
comer in the field, is on a sound financial basis 


Casualty, Surety, Etc. 


and is being managed by men conversant with 
the business. The total admitted 
amounted to $120,146 and the sur- 


assets, on 
January 1, 
plus to policyholders was $115,213. 

This company recently increased its capital 
stock from $100,000 to $200,000 and has ex- 
tended its activities to include California as 
well as Kentucky, its license for the former 
State having just been granted. E. H. Smith 
of Oakland is general agent for Northern Cali- 
fornia and J. B. Sackett is general agent for 
Southern California. Other States will be 
entered at an early date. The report of the 
examiners stated that: “The books of the com- 
pany are well and neatly kept, the assets are 
clean, the management is experienced and 
harmonious and the company should succeed.” 
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ployes to be bonded); 


are to be covered); 





the incumbent). 


FIDELITY and DEPOSIT 
COMPANY 


OF MARYLAND 
‘“‘The Bonding Company”’ 
BALTIMORE 


and Surety Bonds 
Burglary Insurance 


Fidelity and 
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, VERY mercantile, industrial and financial establishment on your 
books is a live prospect for Honesty Insurance, 7. e., Fidelity 


And then there are fraternal orders and similar societies; private and 
public educational institutions, etc. 
Fidelity Bonds are written in three forms: 


(1) Individual, (used by firms with less than stx em- 
(2) Schedule (generally used where stx or more employes 
(3) Position Schedule (covering the position instead of 


The business is there and all you need to get it is a surety company 
representation plus a bit of salesmanship. 


The F & D can supply the first requirement and supplement the 
second with mail campaigns and other selling aids. 


Why not let the F & D help you make more money in 1924? 











Plenty of Leads 


PRODUCTION DEPARTMENT, 
FIDELITY & DEPOSIT COMPANY, 
Baltimore, Md. 


If you are not already adequately repre- 
sented in this territory 1 will be glad to have 
full information regarding an agency connec- 
tion with your Company. 


(SIAHEOD, 56. i: 6 wieee ss 
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PHCENIX 


Assurance Company, Ltd. 
OF LONDON 
100 William Street, New York 


PHCENIX 
INDEMNITY COMPANY 
75 Maiden Lane, New York 








Fire, Automobile, Tornado, Explosion, Sprinkler Leakage, Rent, Renta 

Values, Use & Occupancy, Riot & Civil Commotion, Public Liability’ 

Workmen’s Compensation, Burglary & Theft, Accident & Health, Plate 
Glass, Golfers. 

















NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GU STAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


W. &£. RAY, Special Ageut 
Terre Haute, Ind. 


Cc. C. CRANDALL, Special Agent 
Cambridge Springs, Penn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 


ERIK LINDSKOG Special Agent 
7 W. Lake St., Minneapolis, Minn. 





EVERY INSURANCE MAN 


GER Who travels as Solicitor, Auditor, 


(i Inspector or Adjuster is 
a ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


*‘Oldest and Best’’ 





ES MONE 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to August I, 1924, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas, DES MOINES, IOWA 




















INSURANCE GENERAL CASUALTY 
and SURETY INSURANCE 
Workmen’s Compensation, Automobile 


Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 


ENERAL {< 


“Y CASUALTY j 
AND" Fidelity and Surety Bonds. 


\ SURETY 
may = GENERAL CASUALTY & SURETY CO. 


ELMER H.DEARTH, President 





606 Woodward Ave., Cor. Congress Detroit, Mich. 























“=e! ccident 


7 ASSURANCE CORPORATION, Ltd. 


— RICHA2DSON, United States Manager 


OS GENERAL BUILDING - 47" & WALNUT STs. 
va PHILADELPHIA 



















LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 


FIREMEN INSURANC 





NSURANGE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 

















Great American 
Insurance Company 


Choose N } l j [s Cheose 
Your t Por Your 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


21.316,680.16 
12, A465, ‘360. 86 
46,282.041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Office, One Liberty Street 
New York Gity 
PACIFIG DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 


210 Sansome Street 
San Francisco, California 


WESTERN DEPARTMENT 
WALTER H. SAGE, Gen’l Mér. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Hl. 
BOSTON OFFICE 

ROGERS & HOWES. Managers, 1 Liberty Square, Boston, Mass. 


MARINE DEPAKTIMENT 
NEW YORK—Wm. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
CHICAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldé. 
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COMMISSIONERS’ PLANS 





Western Situation Likely to Be 
Reviewed 





FLOOR TALK AT AGENTS’ MEETING 
RESENTED 


No Significance Attached to Coincidence 

of Meeting With That of Western 

Union 

Ricumonp, Va., April 7.—There is 
program for the spring meeting of the Na- 
| tional Convention of Insurance Commission- 
ers to be held at Pinehurst, N. C., next week. 
The convention will convene formally and then 
adjourn to give the committees an opportunity 
to hold hearings matters coming before 
them, after which it reconvene and hear 
such reports as the committees have to make. 
According to a statement Monday made by 
Hon. Joseph Button, Commissioner of Vir- 
ginia and secretary of the convention, it is 
impossible to forecast what will come up at 
the meeting, as it is not known now what mat- 
ters are likely to be brought before the various 
committees. Of the two sub-commit- 
tees of the fire insurance committee, appointed 
at the New York meeting of the Commission- 





no set 


on 
will 


course, 


ers’ convention, held the first week in last 
December, will likely make a report to the 
convention. 


It is hardly likely that the Commissioners 
will adjourn without devoting some time to a 
discussion of the present disturbed conditions 
in the West, as regards fire underwriting. 
Those who followed the proceedings of the 
National Association of Insurance Agents, at 
the mid-year meeting of that organization in 
Washington, will recall the belligerent expres- 
sions of some of the agents, who charged the 
Commissioners with unwarranted encroach- 
ments, 

There is a feeling among some of the Com- 
missioners that such a militant spirit among 
the agents is entirely The Commis- 
not feel that it is up to 
but 
some of them have the idea that they were in- 
vited to undertake settlement of the dispute in 
the West, and that it was poor taste on the part 
of some of the agents to say on the floor of the 
convention at Washington that “they were wait- 
ing to be told where to get off.” Those who 
heard Past President E. M. Allen of Arkan- 
sas will recall that Mr. Allen shared this senti- 
ment, and devoted some time to explaining the 
differences which led up to the Western break, 


and to the efforts—so futile—to heal the 
breach, 


unjustified. 
sioners may or may 


them to regulate the commission question, 


far 


It is of more than passing interest, but in 


no wise significant, that one of the company 





organizations, a factional party in the contro- 
the Western Union—will hold its meet- 
ing at Pinehurst at the same time the Commis- 
in session. This happened by coin- 
and not by pre-arrangement, according 
to Secretary Button, who added with a smile 
that it was a pity the Western Insurance 
Bureau couldn’t hold a meeting at the same 
time as was suggested by THE SpecTAToR some 
weeks ago. 
Commissioner H. 


versy 


sioners are 
cidence, 


Fishback of Washing- 
ton, president of the convention, Secretary But- 
ton, and the entire committee of the 
resolution will assemble at the New Willard 
Hotel in Washington, Saturday of this week 
and on that day will present to Mrs. Florence 
King Harding, widow of the late President of 
the United States, an engrossed copy of the 
resolution passed by the Commissioners at 
Minneapolis, last summer. The hour and place 
of the presentation will be arranged after the 
committee Washington and 
has heard from Mrs. Harding. It is expected 
that Superintendent H. L. Conn of Ohio will 
be present in addition to members of the com- 
inittee. 


Harding 


has assembled in 


UNAUTHORIZED INSURANCE’ GAINS 
Francis R. Stoddard Deplores a Growing 
Practice 


The whole subject of non-admitted insurance 
under fire of Francis R. Stoddard, 
jr., Insurance Superintendent of New York, 
this week in a statement issued by him 
and motivated by the necessity for settling a 
case wherein a broker was found guilty of 
obtaining a jeweler’s block policy from an un- 
admitted company. The superintendent dis- 
posed of the case with a warning but took the 
vccasion to voice his belief that admitted in- 
surers are not permitted by the law of the State 
to issue certain coverages needed by business. 
With regard to his own efforts to check un- 
\uthorized insurers from operating in the State, 
Mr. Stoddard’s paper said: 

I have tried in every way to eliminate com- 
petition from unauthorized insurers. | raat re- 
ceived little or no assistance fom the brokers, 
or from the agents, or from the companies. A 
broker losing a line seems to be afraid to com- 
plain. A general agent is afraid to complain 
of a broker for fear that the brokers will re- 
taliate, and the companies seem to share the 
same fear. Under these circumstances. | «am 
left alone in my efforts to exterminate this type 


came the 


carly 


of competition. When I appear before the 
Legislature in an effort to make the law yet 
more difficult for the unauthorized insurers, 
none of the admitted insurers appear in favor 


of the bill, while, on the contrary, merchants’ 
associations and various bodies of business men 


ippear and bring forward the argument that 


unauthorized competition should not be elimi- 
nated until business men can obtain the cover- 
companies 


ages needed by business in admitted 


£3 





JAMES A. BEHA NOMINATED 


Named by Governor Smith as Next 
Insurance Superintendent of New 
York 





FRANCIS R. STODDARD TO GO 


Present Incumbent’s Term Expires July 1 
—New Official an Able Lawyer— 
James J. Hoey Comments on 

Choice 
Alfred E. Smith of New York 
nominated James A. Beha to succeed 
Francis R. Stoddard, Jr., as Superintendent of 
Insurance for that State when the latter’s term 
expires on July 1. The Governor sent the name 
of the new official to the Senate last Monday 
night 


Governor 
has 


and conlirmation is expected soon. 





JAmes A. BEHA 


Foley 


Photo by E. F. 


New York, was 
county, on July 


James A. Beha, a native of 
‘orn in Constableville, Lewis 


13, 1880, and after obtaining an education in 
‘he public schools, was graduated from the 
Cortland State Normal School in 1901. He 
went to New York city that same year and, 
in 1902, entered the New York Law School, 
from which he graduated with the degree of 
LL.B. in 1905. During his period of study, he 
taught classes in the public schools of New 


York city and later, following his admission to 
the bar in November of 1905, became associated 
with Richard J. Donovan in the practice of the 
law at 170 Broadway. On IQI2 
Mr. partnership John J. 
Rooney at 29 Broadway. This continued until 


February 1, 


Beha formed a with 


\lay 1, 1914, when the offices were moved to 
the Woolworth building at 233 Broadway. John 


J. Rooney had meanwhile been appointed chair- 
man of the State Board of Claims and Mr. 
Beha continued his legal practice with others. 
(On May 1, 1919, he formed an association with 
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Public Accountant 





Actuarial 


Actuarial 





—————____ 





HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 








PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


——— 
JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate 
eat Industrial and Special Classes, ’ 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITy 





ace 














Prominent Agents and Brokers 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Building 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 

















Julian C. Harvey, F.A.1.A. 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 

















mobile-Hartford National Hartford _ Casualty Co. 
American Equitable U.S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant of America 
Insurance Co. Automobile Insurance 
State Pa. BROKERS’ LINES SOLICITED 
Actuarial 





JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 
Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 


F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 

















FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
50 BROAD STREET NEW YORK 











A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 

















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











Frederic S. Withington 


F.A.1.A. 


CONSULTING ACTUARY 


Insur ance xchange Bidg., Suite 948-949 
DES MOINES, IOWA 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller-and Ryan 
CONSULTING ACTUARIES 
Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 








Conservation Specialists 





The Otis Hann Company, Inc. 
“Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 


References Covering Past 23 Years 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 




















Consulting Engineers 











DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison 3384 








W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 


Full Architectural and Engineering 


Services Available 
37 Wall St. Tel. Hanover 6718 New York City 
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Statisticians 














STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 


Whitehall 20 Vesey Street 
7796 New York 




















Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











John J. Cunneen and George FE. Gartland, 
maintaining the quarters at 233 Broadway, and 
the affairs of each were continued under the 
individual names. Mr. Beha was for five years 
a member of the Sixty-ninth Regiment and 
served that organization under Colonel Duffy 
and Colonel Connolly. He is a member of the 
New York County Lawyers Association, the 
Bar Association of the State of New York, the 
National Democratic Club and the New York 
State Bar Association. 

In commenting on the appointment of the 
new Superintendent of Insurance, James J. 
Hoey, formerly Deputy Superintendent of In- 
surance of New York and now a member of 
the well-known firm of Hoey & Ellison, New 
York, said: 

The appointment by Governor Alfred E. 
Smith of James A. Beha to the office of Super- 
intendent of Insurance is an ideal one. I have 
known Mr. Beha for more than twenty years. 
He is a lawyer of great ability and experience 
and a man of sterling character. For years he 
has specialized in insurance Jaw, and because 
of this fact is particularly well equipped for 
this very responsible position. 





Travelers Changes Disability Provisions 

In accordance with the recent move on the 
Part of many of the leading casualty com- 
panies to increase the deductible period system 
for disability claims under the accident and 
health contracts to be written at reduced rates 
the Travelers Insurance Company of Hartford 
announces important changes in its accident 
and health business. Among the most impor- 


tant of these is a “not less than three-weeks 
’ . . . . *q* 

clause” which will give full disability payments 

retroactive the heginning of the illness. 





Strengthen Auto Conference 


The National Fire Insurance Company of 


Hartford, the Mechanics and Traders Insur- 
ance Company of New Orleans, the Union 
Insurance Society of Canton, the World Fire 


and Marine Insurance Company of Hartford, 
the American National Insurance Com- 
pany of Columbus, Ohio, elected 
the National Automobile Under- 
Conference, the Eastern Automobile 
Conference the Western 
Automobile Underwriters Conference. It is 
rumored that these companies have also made 
application for membership in the Southern 
and the Pacific automobile conferences, and it 
is generally believed that they will be quickly 
admitted. 

It is presumed that the membership of these 
companies in the National Conference and the 
four local conferences will greatly strengthen 


and 
have been 
members of 
writers 


Underwriters and 


these underwriting organizations, as the new 
acquisitions are all leading figures in the writ- 
ing of automobile lines in America. It is also 
exceedingly gratifying to the conferences be- 
cause of an increased tendency toward the 
stabilization and standardization of automobile 
insurance practices demonstrated by these com- 
panies, and it is hoped that with the entrance 
of these leading companies into the confer- 
ences, it will be the signal for many other 
companies to make application. 
Leslie Explains Present State of Rate 
Revision 


As a result of all the complaints on account 
of the lassitude in the rate revision William 


Leslie, general manager of the National Coun- 


cil on Compensation Insurance, has written 
members explaining the present state or the 
rate revision and the causes for the delay. Mr. 


Leslie says that over thirty States are in imme 
diate need of rate revision and that as it would 
he impossible to put them all in effect at once, 
those that are suffering the worst needs will 
he attended to first. In the new revision of 
rates an extra 2 per cent will be allowed on 
increasing the charge from 38 per cent 
The rate revision is to be based 
upon the introduction of a new experience rat- 


loading, 
to 40 per cent. 


ing plan constructed upon the balanced prin- 
ciple, which it is expected to fulfill all needs. 
Oscar Ising Dies in San Francisco 
Osear Ising, chairman of the United States 
the Accident 
Guarantee Corporation, and one of the most 


board of trustees of Ocean and 
prominent insurance financiers in the country, 
died last San Mr. Ising 
was also a director of the Columbia Casualty 
Company, the Ocean’s American running-mate. 
Mr. Ising left last fall for California to spend 
the winter there, and a short time ago went to 
It was there that he was sud- 
He was sixty-eight years old 


week in Francisco. 


San Francisco. 
denly taken ill. 
and is survived by a wife and two married 
daughters. 

Mr. Ising was one of the pioneers of credit 
insurance, the man who induced the Ocean to 
enter the United States for the purpose of writ- 


ing that line. 


15 





PERSONAL ITEMS 











Frank H. Hardison’s connection with the 
Babson organization as insurance Counselor 
extends to giving information and advice on in- 
surance matters to such of the clients of that 
organization as seek for it. Inquiries regard- 
ing insurance are turned over to Mr. Hardi- 
son to deal with independently and his com- 
pensation is from fees that he charges the 
clients for his service. The business pertains 
almost exclusively to life insurance. Ex-Com- 
missioner Hardison’s wide experience in the in- 
surance business amply fits him to fill the posi- 
tion referred to in the Babson organization. 


T. Louis Hansen, vice-president of the Guar- 
dian Life Insurance Company of America, will 
be the guest of honor at a dinner to be given 

the Philadelphia agency staff at the Belle- 
vue-Stratford Hotel this evening in observance 
of the sixty-fourth anniversary of the company. 
‘he Guardian Life began business in New 
ork city on April 10, 1860. Manager Berlet 
will act as toastmaster. 





STATEMENT OF THE OWNERSHIP, MANAGE- 
MENT, CIRCULATION, ETC., REQUIRED 
BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, 


of THe Spectator, published weekly at New York, 
N. Y., for April 1, 1924, 

State of New York, County of New York. 

Before me, a Notary Public in and for the State and 
county aforesaid, personally appeared Robert W. 
Blake, who, having been duly sworn according to law, 
deposes and says that he is the acting managing editor 
of Tue Spectator, and that the following is, to the 
best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication for the 
date shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 443, Postal 
Laws and Regulations, printed on the reverse of 
this form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 

Publisher—The Spectator Company, 135 William 
street. New York. 

Editor—Arthur L. J. Smith, 

New York. 

Acting Managing Editor—Robert W. 
William street, New York. 

Business Managers—The Board of Directors of The 
Spectator Company, 135 William street, New York. 

2, That the owner is: (If the publication is owned 
by an individual his name and address, or if owneu by 
more than one individual the name and address of 
each, should be given below; if the publication is owned 
by a corporation, the name of the corporation and the 
names and addresses of the stockholders owning or 
holding one per cent or more of the total amount of 
stock should be given.)—Arthur L. J. Smith, 135 Wil- 
liam street, New York: Chas. H. Nicoll, 135 William 


135 William 
Blake, 


street, 


135 


street, New York: M. Nicoll, 135 William street, 
New York: Robert W. Blake, 135 William street, 
New York; E. T. Smith, 135 William street, New 
York; H. W. Barnard, 1385 William street, New York. 

3. That the known bondholders. mortgagees, and 


other security hoiders owning or holding one per cent 
or more of total amount of bonds, mortgages, or other 
securities are: (If there are none, so state.) No bond- 
holders, mortgagees or other security holders. 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security hold- 
ers, if any, contain not only the list of stockholders 
and security holders as they appear upon the books of 
the company, but also, in cases where the stockholder 
or security holder appears upon the books of the 
company as trustee or in any other fiduciary relation, 
the name of the person or corporation for whom such 
trustee is acting, is given; also that the said two 
paragraphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and con- 
ditions under which stockholders and security holders 
who do not appear upon the books of the company as 
trustees, hold stock and securities in a capacity other 
than that of a bona fide owner; and this affiant has no 
reason to believe that any other person, association, 
or corporation has any interest direct or indirect in 
the said stock, bonds, or other securities than as so 
stated by him. 

Ropert W. Brake. 
(Signature of acting managing editor.) 


Sworn to and subscribed before me this Ist day of 


April, 1924. 
[Seal] Rupvoten A. BaKer, 
(My commission expires March 30, 1926.) 
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RESTRICTIONLESS!! 


The Farmers National Life is getting from the lithographers 
new policy forms on the front page of which appears in promi- 
nent type, THIS POLICY IS WITHOUT RESTRICTIONS 
AS TO RESIDENCE, TRAVEL, OCCUPATION, OR MILI- 
TARY AND NAVAL SERVICE. The new Child’s Policy of 
the F. N. L. is issued at six months up and becomes a paid up 
policy on the death of the beneficiary. Of course the F. N. L. 
writes the accidental death benefit and income total disability. 
_ territory open in Ohio, Indiana, Illinois, Missouri and 

owa. 
FARMERS NATIONAL LIFE INS. CO. 


F. N. L. Building 3401 Michigan Ave. Chicago, Illinois 





—. 


SALARY AND COMMISSION 


offered to capable man to organize an jm. 
portant open territory, comprising five coup. 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 








STABILITY AND PRODUCTIVENESS 


You will find nothing in Canadian securities to outclass the investments 
of The Great-West Life Assurance Company. The wonderful progress of 
this company is based on their known stability and productiveness. 


THE GREAT-WEST LIFE 
ASSURANCE COMPANY 
Head Office - WINNIPEG 








EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President ees COLORADO 














YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 








WE WANT AGENTS 


to push our five=-point-nine policies, 
Excellent Iowa territory and liberal 


SCRANTON LIFE INSURANCE Co, 
Scranton, Penna. 
) * 0 contracts for men of good reputation, 
“THE COMPANY OF CO-OPERATION” 
THE DES MOINES LIFE & ANNUITY C0, 


A. L. HART, Agency Manager 





Home Office—Register Tribune Bldg.—Des Moines, lowa 
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ACTUARIAL STUDIES 


Study No.1. ‘‘SOURCES AND CHARACTERISTICS OF THE PRIN- 
CiPAL MORTALITY TABLES.’’ Price $2.00 plus cost of deliver 
Study No. II. ‘*‘CONSTRUCTION OF MORTALITY TABLES FROM 
TH : E RECORD OF INSURED LIVES.”’’ Price $2.00 plus cost of 
delivery. 
Study No. IV. ‘‘GRADUATION OF MORTALITY AND OTHER 
TABLES.”’ Price $2.00 plus cost of deliver 
Study No. V. CHAPTER ON “DISABILITY BENEFITS.” Price, 
$2.00 re delivery charge. 
These volumes of about eighty pages each, bound in maroon cloth, are 
issued by the Actuarial Society of America. 
Good progress has also been made on the chapters ° 
Mortality Tables (No. II.) and ‘‘Population Statistics’ (No. LITI.). 
probably take several months to complete these for publication. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


semen 7 ae eminent 





sohnamemniens 
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It will 




















THE RESULT of LONG EXPERIENCE 


The current policy forms of the MUTUAL 
BENEFIT have been evolved from a long and 
carefully observed experience. They are liberal; 
they are equitable and they adhere closely to the 
basic principle which has dominated successive 
managements of this Company for seventy-nine 
years, namely—MUTUALITY. They carry into 
effect the name of the Company which pledges 
the application of “‘the good of the whole to the 
affairs of each one.” 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 
New Jersey 


Newark =: : : 





Insurance Record, 1923 


New Insurance ... . $ 96,148,025 
Insurancein Force .. . . 719,421,634 
Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co. 
BOSTON, MASSACHUSETTS 


























‘S“SOFT SPOT” 
FOR HIMSELF 
Wanted agents in Ohio, West Vir- 
inia, Michigan, Indiana, Kentucky, 
exas and Oklahoma. 


REACHING AIS 


FOR HIS CHILDREN 
Dad’s “‘soft spot” is his boy and his 
gitl. His one big ambition is their 
education, their start in life and in 


business. For our eo SPectAL 
Any Dad of a child from 2 to 14 
years of age will be tremendously in- ACCIDENT AND HEALTH 


es nt Pong = yee For business and professional mea. 
Life Complete Coverage. 

ey Non-Cancellable Term. 

$1,000 to $10,000 Specific Loss. 
$10.00 to $50.00 Weekly Indemnity. 
Moderate Premiums and Liberal 
Commissions. 

Our agency contracts on the partner- Accrued indemnity payable evety 
ship basis will interest you. 30 days during disability. 


Our O. S.-Li.-Co. Automobile Policy is a great door-opener. 


THE OHIO STATE LIFE INSURANCE co. 
John M. Sarver, President COLUMBUS, OHIO 


The Ohio State Life service now 
ranges from ages 2 to 65 years, cov- 
ering the family group with few 
exceptions. 
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Your wife will be glad for 
you to join this lodge 


It is the 


“Life Salesmen’s Improvement 
Association” 


It is composed of Provident Life Men who 
are finding in the intense power behind the 
development of our Life Department, a force 
that creates new and greater opportunities for 
promotion and increased earnings for all who 
belong. 


fe PROVIDENT 


LIFE AND ACCIDENT INSURANCE CoO. 
of CHATTANOOGA 
R. J. Macllelan, President. 
ESTABLISHED 1887 
HEALTH 


W. C. Cartinhour, Secretary. 


LIABILITY 
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THINK 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 


communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 


Liberty Life Building, 


Topeka, Kansas. 

















Announcement! 








The 1924 
LIFE AGENTS 
' BRIEF |: 


Almost Ready for Delivery 


All the valuable contents of last year will 
be included in this year’s publication and in 
addition will be 





A NEW FEATURE! 


A new table will be contained presenting total 
premium payments and total dividends received 
on policies issued in 1910 and 1915 together with 
their surrender values at the end of the 10 and 
15 year periods, thereby showing at a glance the 
actual result in regard to cost to the policy- 
holder during these periods. 











This Vest Pocket Life Agents Brief is 
the latest presentation of Life Insurance 
Facts and Figures. Every agent on his toes 
for business should place his order now. 


PRICE, $2.00 








THE SPECTATOR COMPANY 


135 William Street 
NEW YORK 


CHICAGO OFFICE 


Insurance Exchange 











I1HeE SPECTATOR 











Thursday 


————, 











Wilmer L. Moore, President Robert F. Moore, Secretary 


TEXAS =~ TENNESSEE 
WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 


Wilfred S. McLeod, Agency Manager. 


The Southern States Life Insurance Company 
Atlanta, Ga. 











Tie ldelityand GSualty Gmpanyot\lewYork 


—1876— ROBERT J. HILLAS, Pres. —1924— 
Total Assets... << s.0% <2 Twenty-nine Million Dollars 
Total Reserves......... Over Twenty Million Dollars 


Surplus to Policyholders..About Nine Million Dollars 
Losses Paid to December 31,1923 Over One Hundred 
and Two Million Dollars 


Surety Lines 








CASUALTY LINES 








ACCIDENT FIDELITY 


HEALTH C ley I oo 
LIABILITY asua nsurance CONTRA 
COMPENSATION y d Poe cicneaell 

AUTOMOBILE 
an OFFICIAL 
BURGLARY 
ROBBERY CUSTOMS 
PLATE GLASS Surety Bonds REVENUE 
ELEVATOR LICENSE 
BOILER FRANCHISE 
ENGINE EXCISE 


FLY-WHEEL MISCELLANEOU 




















“INSURANCE THAT INSURES” 





(In Press) 
A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 


This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


It contains many canvassing plans contributed by 
successful agents. The comments of the author 
greatly enhance the value of the plans quoted. 


This valuable aid to salesmanship is divided into 
twenty chapters, each dealing with certain phases of 
the art and practice of selling life insurance. 

Many Examples of Insurance Needs and How to 
Provide for Them are incorporated in this book of 350 
pages, which is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 


PRICE, $3.50 
THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 





























SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 





Insurance in Force 


Over $75,000,000.00 


HARRY L. SEAY, President 


CLARENCE E. LINZ, 
Vice President & Treas. 


P. N. THEVENET, 
Vice President & Sec. 


PAUL VY. MONTGOMERY, 
Vice President & Actuary 














Feeady’? 
New York State Field Annual and 


Insurance Directory. 


Greater New York Field Annual and 


Insurance Directory. 
1923 EDITIONS 


“THE Greater New York volume includes New 
York City and suburban territory while that 
for New York State covers the entire State ex- 
cept Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 
P.0.BOX617. LOUISVILLE, KY. 
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\ Transacted by Fire, Life and Casualty Companies 
~ VOL. CXII. New York and Chicago, Thursday, April 10, 1924 No. XV. 

















LET ne areas RIESE geet 
VALUABLE SALES ARTICLES CONCERNING 
MULTIPLE LINES OF INSURANCE 
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Keep Them In Line 


VERY year thousands and thou- 

sands of new automobiles take 
to the road. Their new owners may 
be old customers of yours. KEEP 
THEM IN LINE when they purchase 
their new car. There are other thou- 
sands who are buying a car for the first 
time this season. They will need a 
little coaching on the rules of the road 
and automobile insurance. Get them | 















in line. 






A policy in The Home of New York 
provides the protection of America’s 
Largest and Strongest Fire Insurance 
Company. 
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ELBRIDGE G. SNOW, PRESIDENT 
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COMBINATION AUTOMOBILE INSURANCE MANUAL | 





COMPLETE 


COMPREHENSIVE 


Nanas Nee 


entire country. 


CONVENIENT 


— 


pocket size. 


ALWAYS 
UP-TO-DATE 


CAN YOU AFFORD TO BE LONGER 











Information quickly available. 
Lies open flat for ready reference. 


Revised pages issued promptly as changes occur. 
distribution direct to users. 


All necessary underwriting information in a single volume. 


All standard rules and rates for all classes of coverage for the 


Standard size page of handy | 


Immediate 


WITHOUT IT? 











TION AUTOMOBILE 
JRANCE MANUAL 











ADVANTAGES 

To Companies: Policies from anywhere may be quickly check- 
ed, where otherwise one or more of about 15 volumes would 
have to be consulted. 

To Agents: Rates may be immediately quoted for all cover- 
ages without the necessity of referring to several other unattrac- 
tive manuals. 

To Brokers: Full data presented. Insures a competitive ad- 
vantage without dependence on any one company. 


SCOPE 

Rules and Rates covering Public Liability, Property Damage, 
Collision, Fire and Theft. 

List Prices, Symbols and Serial Numbers from 1914 to date. 

Territorial Definitions by state, county, city and town com- 
prising the whole nation. 


DESCRIPTION— 


The current edition is an attractive loose-leaf volume, offered 














in a choice of bindings, having standard size page 714” x 414". 

The standard binder of the wing-fastener type is furnished in 
green silk cloth stamped in gold. Being but slightly wider than 
the page, it is of convenient pocket size. 

If desired, a special type of ring binder can be supplied, in 
cither genuine leather or leatherette. Because this type ol 
binder will lay open flat on the desk, it is perferable for office 
use. 

The above description is of the Home Office Edition. A Field 
ISdition is also offered covering either of the sections designated 
as Eastern, Southern, Western or Pacific. Rules and Rates 
cover all forms of insurance for the particular district, symbols 
are shown back to 1914, but list prices and serial numbers are 
given only from 1921 to date. 

In view of the numerous benefits, business short-cuts, savings 
in time and effort, price should be a secondary consideration. 
Inquiries for prices should state quantities required. 


Compiled and Published by 


AUTOMOTIVE SERVICE BUREAU =-:- 








TOWSON STATION 
BALTIMORE, MD. 


Thursday 
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N the early days of railroading, the 

builders had but one idea, that being 
to get a road built between two given 
points where the traffic was known to 
be heavy, and then to sit back and live 
on the profits. The development of 
and the idea of 
unknown. 


lines serving 
smaller communities were 
Fortunately for all concerned, the busi- 
ness, in a very short time, became so 
important as to attract men of exceptional 
vision, who saw possibilities of, then al- 
most undreamed of, expansion, by means 
of welding together separate lines into 
systems which one great 
central road to be fed by many smaller 
branches. The present-day railroad de- 
velopment has not been accomplished by 
building up one road between two impor- 
tant points and remaining satisfied there- 
with. It is entirely dependent upon the 
feeder lines, each comparatively small of 


feeder 


have 


should 


itself, but, in the aggregate, tremendous- 
ly important. 
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parallel of great significance, not only to 
the underwriters, but also to the agent. 
lire insurance may be compared to the 
main line of a railroad system, with the 
special lines as feeders. The unfortunate 
thing about this parallel is that many 
insurance men, both underwriters and 
agents, have utterly failed to conceive 
the importance of developing the special 
lines so as to strengthen the main one 
Properly handled, the special lines might 
easily become the bulwark of the busi 
The fact that fire insurance does 
not have to be sold and that special lines 


ness. 


do seems to discourage many agents, who 
prefer to use their desk tops for foot- 
stools. They can see no possibilities in 
insurance outside of fire and such auto- 
mobile lines as come in without effort, 
which is quite a bit these days. The 
future of the insurance business does not 
lie in fire insurance, however, but in the 
other special lines, by the sale of which 
the public is better served, the agent’s 





greatly strengthened. Just as the small- 
est of small towns needs some sort of 
railroad service, if it is ever to develop, 
so the smallest manufacturer needs full 
insurance protection to make his future 
certain. Selling full coverage is a service 
which a good agent is bound to render: 
he has not done his full duty by merely 
countersigning a fire insurance policy. 
The great railroad cities of the West 
were the direct result of service rendered 
by men of vision. Many an industry has 
probably been, saved and fostered by 
insurance agents whose vision was broad 
enough to enable them to see the value 
of special lines? 

The automobile has been the greatest 
single factor in the development in recent 
vears of the fire and casualty insurance 
business. 

In the multiple lines lies the future of 
the fire and casualty insurance business. 
This special issue of THe Spectator has 
been edited for the purpose of aiding 





The insurance business contains a income increased, and the companies their development. 
SERRE RE REE RRR RRR RRR eee ee 
TERRE ERRER ERC 
BOeCSeneeee eee ene eee eee ee ee eS 
SREB SEERERE RRR RRRRRRRRRERRREERER DB 
PERRET EEE 
BBS SRB RRB RERB ERE ERE SRE He eee eee eee ee 
Page Page 
Automobile I 55s care es wl oh eedern > Dee: Tsoi 5b 6 5.95 ys hae 11 
_— By G. L. G. Thomas By George A. Petersen 
idelity Bonds and Their Importance ............ > Rent and Rental Value Insurance Explained...... 12 
¢ By Vincent Cullen A Specific Campaign for Agency Development.... 13 
moa Ideas About Windstorm and Tornado Coverage G6 Tite De eels 5 cob dieses din teen gnseuees 14 
Selling Burglary Insurance to the Producer. ...... 7 Developing Your Casualty Business.............. 16 
ii ” S. B. Brewster By Joseph R. Wilson 
“i — In Explosion Insurance.............. 8 Automobile Ownership and the Collision Hazards... 17 
ate slass SO ee Te 9 Group Accident and Sickness Insurance.......... 19 
Thi By George H. Otto By W. F. Chamberlin 
my Sone of Hail Experience................ 10. Premiums and Losses In Casualty Special Lines.... 21 
y J. B. Cullison, Jr. Premiums and Losses in Important Lines. ,...... 23 














THE SPECTATOR 


Automobile Liability Needs 


By G. L. G. THomas 


Supervising Underwriter, Automobile Department, Globe Indemnity Company 


ance has been, some well defined history 

has, nevertheless, come into existence. 
When the “horseless carriages” first appeared 
(how well most of us remember them!) specu- 
lation was rife as to the ultimate end of the 
new venture. Not a few presaged the whole 
thing as an “expensive toy” with little or no 
commercial value. Their perspicacity—or lack 
of it—has received the reward peculiar to un- 
belief. Others, who predicted “great things,” 
have been amazed at the accuracy of their 
prediction. 

Time was when the bicycle, with its attend- 
ant trailer attachment over the week ends 
mostly, was considered a dangerous contrap- 
tion, making the streets unsafe for pedestrians. 
With the advent of the “steam motor car” the 
standard of safety was quickly altered and 
the older generation was obliged to readapt 
itself to the changed conditions. 


Many theologians (even as to-day) found 
evidences of the end of the age, supported by 
the prophecies of Ezekiel and others, in the 
new phenomenon. And yet the last fifteen years 
has shown such strides in the progress of in- 
ventions as to make the automobile of 1900 a 
veritable baby in arms compared with the crea- 
ture of man’s estate which now graces (or 
disgraces?) our roads. : 

As the demand for automobiles increased, the 
danger from accidents also grew, thus creating 
a very definite need for protection. It became 


Bw as the life of automobile insur- 








the question of the hour in insurance circles 
how to formulate insurance rates based upon 
an undetermined hazard. Naturally there was 
a large judgment factor to be taken into con- 
sideration until such time as the rates so pro- 
duced had demonstrated their adequacy. Every 
year conditions changed. New type cars ap- 
peared on the market and presently the in- 
evitable gas car came into being, once again 
changing existing standards of insurance 
thought for a while. Then finally (if that 
word may safely be used in this truly astound- 
age) came the electric with its easy glid- 
ing motion and palatial equipment. Besides 
this latter the steam car of twenty-four years 
ago seems a mere derelict, although, to be 
sure, there are still many fine models of that 
kind in evidence to-day. 


ing 


For quite a number of years the cost of the 
automobile placed it out of reach of the ordi- 
nary citizen, but with the influx—almost over- 
night it seemed—of the cheaper car, the streets 
suddenly became full of them. And so it has 
gone on. 

As this state of affairs came into being, and 
passed into history, the problems of the insur- 
ance companies became more earnest every 
day. No longer was it a question of ten auto- 
mobiles to a population of 10,000—and only 
one type of car, at that—but it assumed gigan- 
tic dimensions almost, it seemed, insurmount- 
able. There are approximately 15,000,000 
automobiles in this country alone, or a rough 





This Wreck Fatally Injured One Person. Two Others Who Were Arrested Claimed the Car 
Was Stolen. Liability for the Death Would Revert to the Owner. 
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estimate of one car to eight people. If three 
of those people are children the proportion {o, 
practical purposes is therefore changed to one 
to five—quite a problem from many tang. 
points. 

With the sudden unloading of cars on 
the public came the need for laws to protec 
the pedestrian and, also, the other motorists 
Questions of age operations, speed limits, ade. 
quate lights, better roads, ability to drive, ang 
determination of liability in case of accident 
all had a decided place in the history of auto. 
mobile insurance. 

There has been much agitation for comput. 
sory automobile insurance and, as should fe 
obvious to every person, this would be inimical 
to the general public welfare through reason 
of the lack of experience on the part of State 
insurance departments thus created, the objec. 
tives of which would not be to refuse insur. 
ance to the reckless driver, or to promote safety 
campaigns but solely to see that the injured 
person or persons had suitable redress from 
the accident occurring. The question, also, of 
a vast political machine is not now to be dis- 
cussed here. 

For a few years it was thought that stand. 





ard limits were sufficient for the policyholder, | 
“Five—ten and a thousand” became the slogan | 
of insurance agents and brokers, if not actually 
at least in fact, and few claims ever reached | 


these limits. During the past four years, how. 
ever, it has become increasingly apparent to 
the insurance world that “increased limits” are 


a real necessity for the policyholder and the | 


public must be educated up to those ideas. 
Frequently we pick up the newspzper to find 
on the front sheet that the jury of Doeville 
rendered a decision in favor of the plaintiff for 
$25,000—resulting from an automobile accident. 
Whether it is that the value of a life is in- 
creasing with the growth of democracy, or 
whether it is that there are more clever “ambt- 
lance chasers” than in the “good old days” isa 
matter for thought, but the insurance brokers 
and agents are finding it more desirable to sell 
10/20 limits than 5/10 and in many cases these 


limits are largely increased. Certain States— 


noticeably those which are agitating for monop- | 


olistic State insurance—seem to be giving 
severe verdicts against the automobile inswr- 


ance owners. 


A Letrer IN POINT 

President Duncan Reid of the Globe li 
demnity Company only this past week received 
a letter from a policyholder—a personal friend 
—asking for increased limits immediately (2 
he had been previously advised by Presidett 
Reid) as follows: 

Referring to your letters of August 3 and § 
1923, you will recall you suggested that I 
crease the limits for liability to $25,000 fot 
one person and $50,000 for more than ont. l 


did not pay attention to the suggestion at tht 











T 


hone 
of tt 
com{ 
such 
hous 
bond 
conv 
come 
lowil 


Th 
the r 
is me 
ness. 
the ¢ 
suret) 
the o 
foun 
by w 
Depo 
neer 
execu 
trust, 
officia 
vate 


The 
terest 
to co 
bond 
techni 
of wa 
came 
the er 
been 
instan 
tain t 
of the 
had t 
emplo 
to cov 
For it 
of six 
the b« 
a clai 
the sv 
bility. 

But 
keene: 
terms 
strued 
compe 
“frau 
and ¢ 
many 


We c¢ 








hursday 


If three 
rtion for 
d to One 
Y stand- 


rs on to 
) protect 
notorists, 
Lits, ade. 
rive, and 
Accidents 
of auto. 


compul. 
ould be 





inimical 
| reason 
of State 
€ objec- 
é insur- 
e Safety 
injured 
$s from 
also, of 


be dis- 


t stand. | 
pholder, | 
slogan | 
actually | 
reached 
s, how- 
rent to 
ts” are 
ind the 
S. 

to find 
oeville 
tiff for 


‘cident. 


ee 


is in- f 
cy, of 
‘ambu- 

5” isa : 
rokers 
to sell 
these 
ates— 
10NOp- 
giving 
instr: 











April 10, 1924 


THE SPECTATOR 


Fidelity Bonds and Their Importance 


By VINCENT CULLEN 


Manager, New York Department, Fidelity and Deposit Company of Maryland 


HE fidelity department of a surety com- 
T pany is that department which takes 
care of the bonds guaranteeing the 
honesty of officers, persons holding positions 
of trust, and employees. Several of the surety 
companies include in this department other lines, 
such as internal revenue bonds and custom 
house bonds, which are not primarily fidelity 
bonds but are handled by that department for 
convenience. The fidelity business of a surety 
company is generally subdivided under the fol- 
lowing heads: 
Banks 
Fraternal Orders 
Railroads 
Federal Official 
Mercantile 
This subdivision has no bearing whatever on 
the relative hazards of these classifications but 
is merely to expedite the handling of the busi- 
ness. The fidelity bond can probably be called 
the oldest form of bond written by corporate 
surety companies, and if the history of any of 
the older companies was examined it would be 
found that in nearly every instance they started 
by writing fidelity business. The Fidelity and 
Deposit Company of Maryland, one of the pio- 
neer companies, was primarily incorporated to 
execute bonds for people holding positions of 
trust, such as city, State, county and Federal 
officials, and also officials and employees of pri- 
vate corporations. 


EvoLUTION OF THE BoNpD 

The evolution of the fidelity bond is most in- 
teresting. This bond was originally prepared 
to cover larceny and/or embezzlement. The 
bond was a lengthy instrument, replete with 
technical clauses. It was based upon a system 
of warranties given by the employer and it be- 
came necessary, in the event of a claim, for 
the employer to show that these warranties had 
been carried out. This made it vital, in most 
instances, for the employer not only to do cer- 
tain things, such as checking up the accounts 
of the employee, and many others, but he also 
had to swear out a warrant for the defaulting 
employee. The bond was not only limited as 
to coverage but had other limitations as to time. 
For instance, the employer was given a period 
of six months from the death or resignation of 
the bonded employee within which to discover 
a claim. If a claim arose after that period, 
the surety company immediately disclaimed lia- 
bility. 

But as competition for. business became 
keener, and as it became apparent that the 
terms “larceny and embezzlement” were con- 
strued differently in different States, the surety 
companies finally issued what was known as a 
“fraud and dishonesty” bond, and the “fraud 
and dishonesty” bond was the basis for the 
many forms of broad fidelity coverage now used. 
We can trace the fraud and dishonesty bond 


as it broadens out to the coverage of wilful 
misapplication, misappropriation, collusion, con- 
nivance, etc., until now we are issuing forms of 
bonds which not only protect the employer 
against loss on account of any form of dis- 
honesty but sometimes they go so far as to pro- 
tect him on account of loss caused by negli- 
gence of the employee. 

The railroads, for instance, are protected by 
what is known as a culpable negligence bond, 
which in addition to the usual dishonesty cov- 
erages protects them against loss caused by 
gross negligence on the part of the employee 
bonded. 


Earty DEVELOPMENTS 

Out of the fraud and dishonesty bond also 
grew the blanket bond, which I will not discuss 
here but will refer to as a general form of 
blanket coverage which protects the employer 
not only against any form of dishonesty but 
against negligence, loss by misplacement of 
securities, hold up, theft, robbery, destruction, 
ete. 

Also out of the fidelity bond, grew what is 
commonly known as the “position” form of 
bond. This bond differs from the regular fidel- 
ity schedule bond in that it covers the position 
bonded and the other covers the individual hold- 
ing the position. In the fidelity schedule bond 
it is necessary for the employer to specify the 
names of his cashier, bookkeeper, or the per- 
son bonded. In a position schedule bond it is 
only necessary to designate the position bonded 
and the amount of coverage. Any number of 
people may hold this position or change from 
one position to another during the term of the 
bond without notice to the surety. 

While the schedule bond naming the em- 
ployees is the hardest to handle for both the 
company and the employer, nevertheless it is 
better for both, because the employer then gets 
the benefit of the surety’s investigation of each 
applicant bonded, which is very valuable. So 
much for the development of the bond itself. 

I would like to point out in this article that 
there is hardly a bond written by a surety com- 
pany that is not basically a fidelity bond and 
it can be proved that a surety company almost 
pivots on the word “fidelity.” We will take, 
for instance, bonds for administrators, execu- 
tors, trustees, etc., which bonds are filed in 
court subject to court order. They are called 
court bonds, but they will not be entertained 
by surety companies unless the fidelity and repu- 
tation of the applicant is beyond reproach. 


FURTHER ExTENSIONS 
You may also go into the contract bond de- 
partment, and there you will find that even 
though a contractor has the reputation of being 
skilful; has the necessary plant for the job 
in question, has also the necessary finances, his 
application will not be considered unless he is 
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regarded as a man of honesty and integrity. 
You may go into the public official department, 
or in fact any of the different departments of 
a company, and there you will find fidelity un- 
derwriting as the basis of it all. 

The fidelity departments of the different com- 
panies to my mind are now facing the gravest 
danger in their history. So far they have oper- 
ated on the underwriting theory that each ap- 
plicanit for a fidelity bond will be investigated 
as to his past record, performances, etc., but 
the coming of the position bond has revolu- 
tionized this theory to such an extent that the 
surety companies are now confronted with the 
question of whether or not they will continue 
to underwrite fidelity business on a surety basis 
or change their theory entirely and underwrite 
it on an insurance basis. 


ComPetTiTION Now KEEN 

An additional force is acting which is likely 
to make competition so keen that the question 
will be settled for the surety companies in that 
they will, of necessity, be forced to meet this 
competition. The factor that I speak of is that 
of the foreign underwriters who are now writ- 
ing fidelity coverages in this country on a 
straight insurance basis. Therefore this con- 
dition must be met in some fashion by the 
surety companies if they wish to retain the 
major part of their fidelity business in this 
country. J speak of this as a grave danger, 
because should the fidelity business change, so 
to speak, from a surety underwriting proposi- 
tion to an insurance proposition, it is possible 
that many undesirable employees would be per- 
mitted to hold positions with the prospect of 
heavy losses, both to the insurer and to the in- 
sured, whereas the investigation by a surety 
company operating in the accepted way would 
have eliminated such employees. 


QUALIFIED AGENTS NEEDED 

Unfortunately, in many instances those who 
sell fidelity bonds to employers are prone to 
follow the line of least resistance. The em- 
ployer naturally wants as much coverage as 
he can get for as little money and as little 
trouble to himself as possible. The salesman 
immediately suggests a position form of bond 
which, as you can see, saves both the agent and 
the employer the detail work made necessary 
by the change of employees, etc. Just to explain 
this, I would like to say briefly that in connec- 
tion with a general fidelity schedule bond where 
the employee is specifically bonded, it is neces- 
sary in the event of changes in the employees 
to file notices with the surety company, new 
applications, and to receive acceptance notices 
from the surety company, which is somewhat of 
a burden upon the employer, the agerit and also 
the surety. As against this a position form of 
schedule bond eliminates this work entirely, for 


(Continued on page 15) 
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Some Ideas About Windstorm and Tornado Coverage 


HEN a discussion on windstorms and 

tornadoes comes up among those who 

are not familiar with the subject, the 
first remark one usually hears is: “Oh, they 
only happen in the West and Southwest!" Now, 
like all platitudes advanced by the unwary, 
there is some truth in that statement, but it is 
not all truth. It might better be said that: 
“Many windstorms and tornadoes occur in the 
West and Southwest, but the phenomena are 
not confined to any one State or section.” 


An UNCONFINED DANGER 

The Commonwealths of Kansas, Iowa, IIli- 
nois, Nebraska, Indiana, Wisconsin and others 
in the same belt, have been visited with greater 
frequency by windstorms and tornadoes than 
points further East or North, but the last- 
named territories have also been the subject 
of attack at various times from this foe. An 
example in point is the fact that while the 
average wind velocity in Chicago is higher than 
that in New York city, the latter has recorded 
winds of more intensity and speed than any 
yet experienced by the so-called “windy city.” 
Massachusetts, Connecticut, Pennsylvania, New 
Jersey, and even Maryland also have had 
thousands of dollars’ worth of property de- 
stroyed by windstorms in sections supposedly 
free from such dangers. The insurance agent 
who really considers the welfare of his policy- 
holders, will neglect no opportunity to prove 
to them that windstorms and tornadoes may 
strike anywhere and that the only adequate pro- 
tection is complete insurance coverage. 


MATERIAL PRECAUTIONS USELESS 
Another important factor that makes wind- 


storms and tornadoes particularly to be feared, 
lies in the matter of precautionary measures. 
While other risks to which life and property 


against the power of a violent windstorm or 
tornado nothing can be opposed with any 
notable degree of success. Wood, concrete and 











This Is a Bona Fide Photograph of the Recent Tornado Which Swept Across Kansas and 


Oklahoma. 


are exposed can be entirely or partially elimi- 
nated by proper material safeguards, it is 
almost impossible to shield persons or struc- 
tures from the rending force of high winds. 
A building can be made practically fireproof, a 
grade crossing can be bridged over, a naked 
revolving saw can be housed with metal, but 
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A Windstorm in a New Jersey Town Tipped Over and Destroyed This Sign. Fortunately No 
Other Damage Was Done. 
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The Picture Was Taken in a Small Kansas Town. 


steel alike bow before this element though, of 
course, steel and concrete, or combinations of 
the two, are better than wood. The terrifying 
suddenness of many tornadoes also operates in 
their favor for they are upon the startled com- 
munity before there is due warning of their 
approach. A fire may be checked in its initial 
stages and the damage it can do may thereby 
be avoided, but not so in the case of a wind- 
storm or tornado. Some cities and towns have 
constructed shelters for the use of citizens dur- 
ing these storms and while a semblance of 
safety is thus attained for a few, the majority, 
unless insured, are without protection and can 
only submit to the burden of loss and injury. 


INSURANCE OFTEN DEMANDED 

In localities where high winds are the rule 
rather than the costly exception, it is often 
demanded that property be guarded by tornado 
and windstorm insurance as well as by a fire 
insurance policy when the property owner 
seeks a loan secured by a mortgage. So preva- 
lent has this practice become that some States 
now permit the writing of both forms of cov- 
erage in one contract and for one premium. 
This offers an advantage to both the insurance 
agent and his client, for the former is relieved 
from the necessity of making out riders or 
separate policies and the latter is enabled to 
obtain full protection at minimum trouble and 
expense. 


A Goop OprorTUNITY FOR AGENTS 
Windstorm and tornado insurance, in view of 
the foregoing arguments in its favor, is a form 
of coverage which the agent can sell without 
hesitancy as to its merits in any given case. 
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Selling Burglary Insurance to the Producers 


Manager, Burglary Insurance Department, American Surety Company, 


HE total premium income derived from 
burglary and robbery insurance for the 


year 1923 was almost $23,000,000. In 


1913 it approximated $4,000,000. These fig- 


ures are quoted to show the growth of the 
business in ten years, and this growth is due 
almost entirely to the increased demand for 
this kind of protection, rather than to in- 
creased rates. 

A Fast-GRow1NG LINE 
Time was when a premium of $1000 was 


ynusual, while today a $10,000 premium may 
be noticeable, but not to an extent where the 
underwriters become excited about it. A num- 
ber of years ago, a company wrote a_ policy 
in the denomination of $1,000,000 and it was 
broadly advertised. Not long since, the same 
company wrote, for one assured, four policies 
for an aggregate of $6,000,000 each and they 
were advertised throughout the country as the 
largest policies ever written. More recently, 
another company wrote a policy of $7,000,000 


without any advertising or comment, and 
within the past month another company has 
written a policy of $7,5c0,000; the only rea- 


not a $10,000,000 being the 
were sufficient 
the country to take care of 


son that it was 
fact that 
ance facilities in 
it. 

These figures are quoted simply to show the 
magnitude which burglary insurance is assum- 
ing. However, it is not these very large propo- 
sitions that make the sale of burglary insur- 
ance attractive to the producer, but the multi- 
plicity of the one-, two-, five-, ten- and twenty- 
thousand-dollar policies producing premiums 
from $20 to $100. These are renewed from 
year to year and will produce a permanent 


there not reisur- 


and attractive income. 


Division oF CovERAGES 
surglary insurance is divided into five gen- 
That furnishing the greatest ag- 
gregate premium income is residence burglary, 
theft and larceny insurance, and has to do 


eral groups. 


with the insurance on property contained in 
Included in the in- 
surance is the personal hold-up coverage, grant- 
ing protection against the loss of personal 
Property taken from the assured by robbery 
while outside the permanent residence; as well 


the residence. residence 


as surance on property contained in churches, 
clubs, garages and outbuildings. 

Formerly, only the rich or the moderately- 
rich man felt the need of, and carried, bur- 
glary, theft and larceny insurance: but, by 
Teason of it is becom- 


changed conditions. 


ino — es ; “ 7 
ig more generally the practice for those with 


moderate jnc s ; 
Moderate incomes and moderate values in their 


homes : . - = ie 
omes to buy this protection. The possibilities 
ot deve ' saan : 

developing r¢ sidence burglary insurance are 


unlimited an } +s : ; 
limited and to the solicitor who will actively 


By S. B. Brewster 


forms of 


familiarize himself with the several 
policies granting this coverage and will devote 
a portion of his time to the active solicita- 
tion, is open the opportunity of building up a 
permanent and ever-increasing source of in- 


come, 


BANK BusINess IMPORTANT 


From the companies’ standpoint, the next 
group in importance is what we call the “bank 
business,” and has to do with insurance against 
burglary or robbery of property contained in 
banking or financial institutions. This is more 
of a specialized line and the possibilities of 
developing this limited by the 
number of banks in one’s territory. With but 
very few exceptions, every bank and financial 
institution buys this kind of insurance (not 
always to the extent that the property exposed 
There is always the 


business are 


to loss would justify). 
possibility of increasing the amount of insur- 
ance already carried by a given institution, 
and particularly is the insurance on property 
in safe deposit boxes susceptible of great de- 
velopment. Policies of this kind of insurance 
run in large denominations and the premiums 
are correspondingly large; but, as previously 
indicated, this class of insurance is more of 
a specialized line and can only be successfully 
developed by one who has made a special study 
of the policy forms, the method of comput- 
ing the premium and a survey of the needs 
of his clients, in order to advise as to the 
best method of applying the insurance so as 
to grant the greatest coverage at the least 
cost. When a solicitor has perfected himself 
by study and experience, he is practically as- 
sured of a permanent income from this line 


of insurance. 


MERCANTILE OPEN STOCK 
Mercantile open stock insurance is the third 
in importance to the companies and, perhaps, 
is the easiest to sell of any of the several lines. 


This insurance has to do with merchandise 
generally, wholesale and retail, and in the 
course of manufacture. Merchants are fre- 


quently compelled to provide this protection 
in order to protect their credit and, for the 
reason that many of the companies under- 
write and sell this class of business with the 
utmost care, it is found comparatively easy 
for the solicitor to sell this insurance to the 
merchant, his main problem being to sell it 
to his company. 

It is a line of business which requires very 
close study generally as to policy forms, in 
order to know just what coverage is granted 
the policy and in order to know that a 
addition, it 


under 
client is properly protected. In 
is necessary to study very closely the needs 
of clients and there is frequently opportunity 
for the agent to make suggestions as to the 


7 


New York 

physical condition of the risk and the methods 
employed in connection with the business. Such 
suggestions will often make a risk acceptable 
to the company which it had previously de- 
clined. The premiums on this business in the 
aggregate are of great magnitude and cannot 
help, if properly and successfully handled, but 
produce a very substantial income for the soli- 
citor; and particularly does this apply in the 


larger centres of population. 


INSIDE Roppery COVERAGE 
Robbery insurance is the next in importance. 
This group can be sub-divided into two dis- 
tinct classes, one of which protec- 
tion against loss due to robbery from the in- 
terior of the assured’s premises while open for 
“store 


furnishes 


business and which we call “inside,” or 
This class of insurance in 


’ 


robbery,” insurance. 
the last few years has increased and developed 
with great strides, but is still susceptible of 
much wider development. The other sub-divi- 
sion is the messenger, or paymaster robbery 
insurance, which covers the loss of property 
from a custodian outside the assured’s prem- 
The crime conditions of the country 
insurance comparatively 


ises. 
make this class of 
easy to sell, it results in very substantial pre- 
miums and it can be recommended to the soli- 
citor as an attractive coverage. This business 
is developed in the most unsuspected places 
and is a very profitable line to the companies 
and is readily absorbed by them. To the soli- 
citor who has developed a clientele purchas- 
ing this class of insurance is assured a sub- 
stantial and permanent income. Personally, 
were I to specialize in any one line, I believe 
this is the one I would sell. 


OTHER LINES 

Mercantile safe insurance, perhaps, in the 
aggregate furnishes the least premium income 
to the companies, though this is accounted 
for, to a large extent, by the fact that the 
individual premiums do not generally equal 
those produced by the other lines and are, there- 
fore, more or less neglected by the solicitor. 
But the field for solicitation, while not so 
thoroughly worked, does offer very attractive 
possibilities, for the reason that it is readily 
sold once the protection is brought to the at- 
tention of the client, and the rate of premium 
is so low that the premium charged is very 
seldom a sales resistance and the policy can 
frequently be sold in connection with mer- 
cantile open stock insurance and robbery in- 
surance and be made to form a very profitable 
side-line. 

Taking it all in all, I know of no other line 
of insurance which offers greater possibilities 
for specialization, if the solicitor is willing to 
equip himself with a thorough knowledge of 
the policy form, the method of computing the 
rates and a study of the needs of his client. 
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REAL VALUE IN EXPLOSION INSURANCE 


Policy Covers Insured On Own Loss and Against Property Damage 


Very illustrative of 
plosion insurance are 
sented on this page. 
They were taken at 
the scene of the disas- 
trous blow-up of the 
Nixon chemical plant 
near New Brunswick, 
N. J. The larger 
photograph gives 
some idea of the ex- 
tent of the damage. 
The smaller one 
shows how damage 
to property of per- 
sons other than the 
owners of the plant 
might, and, as a mat- 
ter of fact, did, occur. 

There is a_ wide 
field for the sale of 
explosion 
for scattered all over 
the country are man- 
ufacturing plants that 


insurance, 


hazard. Chemical plants are, of course, most 
likely to be in this class, but also there are 


the real value of ex- 
the two pictures pre- 


flour mills, grain elevators and others, where 
dust accumulations are prevalent and some- 


occur, but also do many thousands of dollary 
worth of damage to adjacent buildings so that 














This Automobile Shown Here Was Damaged in the Recent Explosion at a Large Chemical 
Plant in New Jersey. It Graphically Portrays the Character of Losses That May Result 


times unavoidable. Chemical and dust explo- 
sions are often of great force and not only 
completely devastate the plant in which they 


contain an inherent 





A Panoramic View of a Recent Explosion at a Large Chemical Plant Near New Brunswick, N. J. 











the plant owners may 
find themselves liable 
for huge sums as 
well as for the loss 
of their own prop. 
erty and __ possessions 
which are destroyed, 

For a very low rate 
(averaging about 1; 
cents per 100 dollars) 
owners can __ secure 
explosion insurance 
which protects them 
not only against their 
own loss, but against 
the loss due to dam- 
age of surrounding 
property. As a re 
sult of this latter 
clause the insurance 
companies have paid 
out thousands of dol- 


lars in connection with some of the big ex- 
plosion disasters which have occurred in re- 


cent years. 


Industrial Section Was Devastated and Many Lives Were Lost 
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A Considerable Territory in an Important 
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Plate Glass Insurance 


By Gerorce H. Otto 


Superintendent, Plate Glass Department, New York Indemnity Company 


LATE GLASS insurance made its first ap- 

pearance more than half a century ago, 

and to-day takes an important position 
among the other well-known lines of casualty 
insurance. A plate glass policy is not just an 
obligation on the part of the company to pay a 
loss: it includes “service” and the kind of 
service that cannot be procured by the individ- 
val as it is available to a large buyer, such as 
the plate glass insurance company. When one 
considers that $4,800,000 was 
paid out in plate glass losses in a certain year, 


approximately 


it is manifest that the companies have at their 
disposal unusual facilities, through glass ware- 
houses and for 
ment and workmanship guaranteed by a reliable 
glass setter. This is presented without 
convenience to the property owner, who often 


dealers, immediate replace- 


in- 


experiences a loss in trade because his display 
is suspended and because there may be dam- 
age to merchandise by exposure when he must 
wait his turn to have broken glass restored. 


SERVICE THE KEYNOTE 

From a close observation of the successful 
handling of plate glass insurance, it is very 
apparent that the fundamental 
“service.” This word is used and applied to 
a number of various classes of insurance, but 
it stands out more prominently with respect 
to plate glass insurance, because the moment 
it is overlooked someone must account for its 
lack, It appears, or presents itself, the mo- 
ment an order is given for the insurance and 
continues until the policy expires. It em- 
braces an accurate and immediate inspection 
before issuance of the policy, and a thorough 
survey of the glass, frames and conditions 
which may be detrimental to the risk. Care- 
ful measurements, condition of glass as re- 
spects cracks, scratches, etc., are included: and 
it is determined whether the glass is glazed 
properly. Other items are the condition of 
Irames; whether the building is old or new: 
the occupancy; the neighborhood, etc. All of 
these matters are of importance and cannot 
be overlooked. Then comes the correct tran- 
scribing of the policy from the survey. A 
survey should always be made part of the 
application, which should be a copy of the 
original policy. An accurate office record must 
be kept, so that applications cannot be mis- 
placed. This is very important, as a 


principle is 


loss or 
reakage must be immediately referred to the 
application to verify coverage and correspond- 















Ing size. Losses must be replaced immediately, 
and this also embraces a quick survey, accurate 
Siz, Cause, and proper affiliation with the glass 
house. All of these items combined make up 
the service” which is expected by the pub- 
lic, broker, or 
representative 
fail, then the 
will be a 


agent from his company or its 
and if these elements 


service fails also, and the result 


any of 


~ = oe 2 M 
Steady loss of business. 


PROPER ATTENTION Not GIVEN 

Plate glass insurance, in the past, has not 
been given the proper attention by some agents 
and companies. The theory, as well as prac- 
tice, has been to write the policy and reset 
the break. This course will never result in a 
profitable volume and the companies or agents 
today who are underwriting the business with 
care are building up a substantial and _ profit- 
able business and are also educating the as- 
sured by pointing out defects and suggesting 
remedies which, when complied with, will re- 
duce the number of breakages and, hence, elim- 
inate the “re-insurance charge.” 


WHAT THE PRODUCER RECOMMENDS 

Several years ago, plate glass premiums were 
ot little consequence, only averaging ten or 
fifteen dollars; but at present, owing to the 
high cost of glass, the premiums are corre- 
spondingly higher and, consequently, a great 
deal of preferred business has been lost to the 
companies. J am inclined to believe that the 
partial plan glass policy should be given a 
trial. Its success, however, can only be ac- 
complished by having the assured understand 
the coverage thoroughly, because the “service” 
is lacking in this contract unless thoroughly 
understood beforehand. 

There is no question but that the cut-rate 
companies are securing an appreciable volume 
of plate glass insurance, due, of course, to the 
reduction in premium. This competition is 
usually difficult to meet, for the reason that a 
good many plate glass insurers are not always 
concerned with the stability of a company (but 
to the contrary in the case of a low-rate or- 
ganization), whereas, in other lines of insur- 
ance, they would be. They believe the only 
thing at stake is the premium and possibly 
a plate of glass, which, if broken and not re- 
set, would not materially affect their business 
and, as a result, they feel that they can well 
afford to take their chances. 


A SUGGESTION IN PoINT 

Several companies are operating under a 
plan whereby the insured is charged one-half 
the premium and undertakes to pay all losses 
until an amount is reached equal to one-half 
of the premium for full coverage, and then 
the insurer participates in the loss. The dis- 
advantage to the property owner under this 
‘service’ on siall 


plan is that he is without 
losses. 

A better plan would be a policy requiring 
the insured to be a co-insurer for 50 per cent 
of his losses, but not leaving out the most 
valuable part of the policy, which is “service.” 
This result in the 
pany replacing the loss and obtaining a prom- 


arrangement would com- 
ise from the policyholder to reimburse it with 
50 per cent of the cost. The saving in pre- 
mium would be one-half the usual charge for 
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This suggestion has many sup- 
porters and will, undoubtedly, be made effective 


in the near future. 


full coverage. 


AGENT SHouLD KNow THESE CLAUSES 

Plate glass indemnity is the simplest form 
of insurance in existence, covering all losses 
and damage to glass with but seven exclu- 
sions. 

Indemnity Section: 

Insures for accidental breakage of the glass, 
but does not provide for consequential dam- 
age, such as impairment to the stock in show 
windows, frames, or any part of the building, 
including injury to some person. 


Amount of Liability: 

Limited to the cash value of the glass at the 
time of breakage and including labor charges 
to reset. 

Losses Not Covered: 

No. 1. Fire, whether on the premises or 
elsewhere. Heat from an adjoining burning 
building is not insured against, as fire insur- 
ance would protect this kind of loss. 

No. 2. Earthquake, or damage resulting 
from the blowing up of any structure on land 
or water, when such structure is authorized 
by national, municipal, civil, military or naval 
sanction. 

No. 3. When alterations are taking place 
in the premises, or repairs, injury to frames 
holding the glass; however, if traceable to a 
cause foreign to these operations, the company 
incurs liability. 

No. 4. Scratching or defacing of any glass 
which is not a fracture through the entire 
thickness of the plate does not represent a loss 
under the terms of the policy. 

No. 5. Glass must be properly set before lia- 
bility begins and removal of glass from its 
frame or permanent position releases the com- 
pany of responsibility. 


No. 6. Damage to frames, sashes or bars 
is not insured. 
No. 7. Plain plate glass set in sashes, frames 


or bars is insured: all other kinds must be 
specifically described in the schedule to be 
included. 


Adjustments 

The company obligates itself to make re- 
placement without unnecessary delay. It rec- 
ognizes the necessity of prompt service and 
every effort is made to render same to the 


assured. 


Reinstatements 

Upon restoration of the broken glass by the 
company, the insurance applies instantly and, 
later, an endorsement is attached for an ad- 
ditional premium, based on rates applicable to 
the size of glass broken and pro rated for 


the unexpired period. 
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Thirty Years of Hail Experience 


By James B. CUuLLIison, JR. 


Manager, Rain and Hail Department, Etna Insurance Company of Hartford, Insurance Company of North America, Springfield Fire and 


T is often said that the writing of hail in- 
surance on growing crops is a new and 
hazardous undertaking. This 
made, no doubt, by reason of the fact that only 
a few joint stock companies 
transacting hail business for any great length 
of time. 
The first joint stock company to take up the 


statement is 


have been 


writing of hail insurance operated in Minne- 
sota in 1883 and in the following year com- 
menced writing hail business in the Dakotas, 
Nebraska and Kansas, and by 1808 it had in- 
cluded in its territory the States of Iowa, Colo- 
rado, Texas and Wisconsin. 
developed slowly and by 1905 at least one other 
company had entered the field. In the 
two companies wrote premiums of about $800,- 
000 and the losses were about $400,000. 

In 1910 at least five companies were writing 
the business and the premium income had aver- 
aged about $750,000 per year. The business was 
looked upon with disfavor by the companies 
as the losses and expenses had about equaled 
the premium income. During the period 1910 
to 1915 the business shows a rapid increase 
and by 1915 reports show that thirty-five com- 
panies were writing hail business. 


The business was 


1905 


The year 1915 proved to be a disastrous 
year for the business as the losses were heavy, 
averaging about 120 per cent. That is, the 
companies paid to policyholders $1.20 for every 
dollar of premium received, not taking into con- 
sideration the expenses of operation. The pre- 
mium income was approximately $7,900,000. 
Although the mutual companies were hard hit 
and practically all of them were forced to pro 
rate their losses, and many of them went out 
of business, the joint stock companies paid 
their losses dollar for dollar. However, the 
experience was so unsatisfactory that fifteen 
or more of the leading joint stock companies 
withdrew from the field. 

During the period 1916 to 1919, inclusive, 
the business doubled in volume nearly every 
year except in 1917, when a partial crop failure 
in some of the States held the premium income 
at about the same as in 1916. In 1919 no less 
than fifty joint stock companies were writing 
the business and the premium income had 
almost reached the $20,000,000 mark. The loss 
ratio remained at about an average of 50 per 
cent of the premium income and most of the 
companies which suffered heavy losses in 1915 
had about recovered from the effects of that 
year. 


During the seasons 1920 and 1921 the pre- 
mium income of joint stock companies re- 
mained at practically $17,000,000 per annum, 
while the loss ratio was normal—being about 
50 per cent. During the season 1922 there was 
a great recession in the value of farm products ; 
also some of the more producing sections suf- 


fered from poor crop conditions. Consequently 





Marine Insurance Company 


the premium income fell to about $11,000,000 


and the 'oss ratio was increased to about 60 


per cent. 


Firtp GREATLY EXTENDED 


In 1923 there were over seventy joint stock 
companies engaged in the hail business 
field in which the was written 
had been greatly extended and some business 
was produced in practically every State in the 


and 


the business 


Union. Many companies had extended their 
lines and were writing hail insurance on 
practically all kinds of growing crops. 


Although the values of farm products had 
reached about the 1913-1914 normal, there were 
sections of the country which had poor crop 
conditions and the premium income was only 
about $11,000,000. The losses were enormous 
and practically every State was a loss to the 
majority of companies. 

The average loss ratio for all companies was 
about 94 per cent and the total losses paid 
amounted to something over $10,000,000. This 
high loss ratio caused several joint stock com- 
panies to retire from the hail field. 

The average loss ratio for all joint stock 
companies covering the business transacted 
during the eleven-year period 1913-1923, in- 
clusive, is 62.5 per cent. From an underwriting 
standpoint, the loss ratio should not exceed 50 
per cent if the companies are to transact a 
profitable hail business. By allowing 50 per 
cent for the payment of losses, the remaining 
50 per cent of the premium income should be 
divided about as follows: 35 per cent for ex- 
penses, 5 per cent for profits, and 10 per cent 


for the building up of a reserve which may 
: : 4aV 
be used in vears when disastrous losses 


S Occur, 


VALUE OF PRESENT EXPERIENCE 

rhe above gives a short review of the pre. 
oint 
stock companies during the thirty-three year 
period 1890 to 1923, inclusive. A study of the 
accompanying graph the — fluctus. 
tions of the premium income and the loss ratio, 
and proves to be quite interesting, 

From the graph it will be observed tha 
there are periods of profitable years and thes 
periods are usually followed by a series oj 


miums obtained and losses sustained by j 


shows 


vears in which the loss ratio increases until , § 


very disastrous hail year occurs. Although 

‘any underwriters have given this matter mui 
thought, still it has not been proven from q 
standpoint that the weathe 
comes in cycles, nor do bad hail years occu 
with regular frequency. 

The leading companies engaged in the hai 
business now have experience tables covering 
periods of from ten to fifteen years. There 
has been considerable thought given and com- 
parisons of experience by representatives of 
leading companies with the idea in mind of 
developing, in so far as possible, experience 


meteorological 


tables from which to determine 


for writing hail insurance. 


proper rates 


Heretofore the experience has been kept by [ 


counties. It was found, however, that the big 
volume of hail business comes from the Wes: 
ern Mississippi Valley States and there are 


many large counties in those States in which 


the relative frequency of hail storms varies in 


HAIL INSURANCE ON GROWING CROPS 
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April 10, 1024 


Superintendent, 


ORPORATE  suretyship is the product 

of modern thought and ingenuity. It 

has become an institution of immeasur- 
able usefulness and has taken a place of pre- 
eminent importance in the business affairs of 
the present generation. Indeed, it may be ser1- 
ously doubted whether many of the numerous 
and complicated business transactions of the 
present day could be successfully carried on 
It makes that certain which 


without its use 
It constitutes the lubri- 


hefore was uncertain. 
cant that keeps the moving parts of the mod- 

running smoothly and 
without undue Intelligent and intensive 
application applied to the study of complex and 


ern business machine 


wear. 








aries in 











novel problems has been the 
means of greatly extending its scope, so that 
iness that some years ago would have been 
leemed extra prudent under- 
rs is now accepted almost as a matter of 
course. This the 
surety underwriting, however, has not been 


underwriting 





hazardous by 


advancement in science of 
wrought without accompanying perils, for the 
intense competition among the companies for 
business has a tendency to deaden the sensibili- 
tes of the underwriter and to cause him to 
make light of, or entirely overlook, the haz- 
ards that lurk hidden and unseen in the back- 
ground. Let us consider very briefly some of 
the purposes the corporate surety bond serves. 
Ir Prorects AND SAFEGUARDS THE 
COMMONWEALTH 
Considered from this angle, the corporate 
surety bond undeniably plays a leading part. 
Think of the thousands and tens of thousands 
f public official bonds that the law requires 
officials both elected 
ind appointed: and how these bonds, mainly 
corporate, between the Commonwealth, 
r its political subdivisions, and the dangers 
surrounding it as an abiding guaranty for the 
faithful performance of duty and as an im- 
pregnable bulwark against the loss of public 
funds. In the administration of the estates of 
decedents and 


to be given each year by 


stand 


of persons under varying dis- 
abilities, the corporate surety bond guarantees 
the due administration of justice by safeguard- 
ing the widow and orphan, the incompetent and 
the heir at law. I have reference here particu- 
larly to that safeguard devised by and known 
among surety companies as “joint control.” 
By its use and effective exercise, many a bene- 
ficiary has been saved from the irremediable 
consequences of improper transactions by well- 
meaning, but inexperienced, fiduciaries, and 
many an unscrupulous fiduciary has been pre- 
vented from carrying into effect his unlawful 
designs. It seems to me that in no instance 
d es the institution of corporate suretyship 
ustify its existence more than here. 


LIcENSE Bonps 


In like manner the Commonwealth is pro- 
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The Corporate Surety Bond 


Bonding Department, Sun In emnity Company of New York 


that class of bonds known 
surety companies as license bonds—bonds guar- 
anteeing that auctioneers, 
and employment agencies, house movers, pawn- 
brokers, peddlers, real estate brokers, and what 


tected by among 


collection, detective 


uot, will conduct their business in accordance 
with laws and ordinances regulating the exer- 
cise of their respective trades and callings. 


When one considers the vast number of these 
bonds that must be given annually, it is not 
difficult to understand why the personal surety 
has long since been cast into the discard. 


JusticE ProMoTED AND VEsTED RIGHTS 
PROTECTED 

In this connection consideration should be 
given to the various financial guarantees that 
must be given in connection with the ultimate 
payment of liquidated or contingent liabilities. 
In these cases, the surety is virtually “im- 
pleaded,” as the lawyers say, with the parties 
in interest; it acts as a dependable stakeholder 
that must 


A has recov- 


to abide the event or contingency 
For example: 
ered judgment against B who desires to have 


be provided for. 


the adverse judgment reversed by a_ higher 
court. By the giving of an appeal bond, B 
may stay the hand of A from collecting his 


judgment by execution until the appellate court 
decides the appeal. So, in innumerable situa- 
tions that arise in the adjudication of contested 
rights, the corporate surety bond safeguards 
the rights of the contending parties and thus 
It 


true, of course, that in all these cases a “‘per- 


promotes the administration of justice. is 
sonal” bond may be given; but, aside from 
the natural reluctance that a person has to ask 
his friends to jeopardize their property in his 
behalf, no one cares to assume the position of 
a surety, with its accompanying annoyances and 
uncertainty as to the final outcome of the mat- 
ter, when it is possible to obtain a corporate 
bond. Hence it has become almost a universal 
practice to file a corporate bond. 


CTS THE EMPLOYER AND BENEFITS THE 
EMPLOYEE 


It Prot 
Fidelity bonds guaranteeing the honesty of 
officers and employees of banks and mercantile 
concerns comprise a substantial part of the 
business of the surety rompanies. Indeed, this 
department of corporate suretyship was also 
its nursery, for here the infant, which has now 
hecome so lusty and promising, took its first 
faltering steps. The protection that this bond 
affords is now so highly regarded that there 
con- 


It 


not only protects the assured or obilgee, but it 


is scarcely any well-managed business 


cern that is willing to forego its benefits. 


also indelibly stamps the employee in whose 
Tt4s: 2 
certificate of character based upon a painstak- 
ine and exhaustive investigation of all the mate- 
rial facts concerned with a man’s past career. 


behalf it is issued as an honest man. 


II 


Bankers’ blanket bonds, a later development 
ot this branch of the business, are now re- 
garded as absolutely indispensable by every 
experienced and prudent ‘banker. The busi- 
ness was at first regarded with considerable 
trepidation by the American companies as a 
voyage on uncharted seas, but it has now been 
established on a firm foundation and augurs 
well for the future. 


Ir GUARANTEES THAT Contracts WILL BE 
PERFORMED 

Under this heading may be appropriately 
considered the vast number of bonds that guar- 
antee the performance of construction contracts 
—contracts for the erection of buildings, 
bridges, canals, sewers, subways, water works, 
wharves, and projects of like nature. Here, 
ordinarily, the corporate surety’s undertaking 
is that the lowest of many competitive bidders 
will not only perform his contract according to 
its terms, but will also pay all bills for labor 
and materials going into the construction of 
the improvement, and deliver the completed 
structure at the appointed time free and clear 
f any and all liens. 

It would be difficult, indeed, adequately to 
sum up the beneficent results that flow from 


the use of the corporate surety bonds we are 
here considering; and I it to be a 
demonstrable fact that the development of our 
cities and towns in no small measure is due 
directly and primarily to the corporate surety 
contract bond. 

Supply bonds guaranteeing the delivery ac- 


believe 


cording to contract of staple merchandise of 
various kinds, maintenance bonds guaranteeing 
that completed work will measure up to the 
contract standard, and many miscellaneous in- 
demnity bonds might be appropriately men- 
tioned under this heading. 


Ir Protects THE REISSUER OF Lost 
DocUMENTS 

While it has always been the aim of the law 
that every right should have a corresponding 
remedy for its vindication, there are instances 
where in practice no remedy exists. Cases such 
as these are found where the owner of property 
loses or inadvertently destroys a document or 
instrument that not only evidences his title to 
the property, but which also constitutes the very 
property itself. These distressing situations 
are now quite generally alleviated by the issu- 
ance of lost instrument bonds in favor of the 
reissuer of the lost document. These bonds 
protect the reissuer of the paper against the 
assertion of any claimant claiming under the 
original instrument and comprise an important 
item business. In 
financial too 
numerous to mention, the corporate surety bond 
is frequently the only available means whereby 
it is possible to transform vision and enterprise 
into achievement. 


of a surety company’s 


and mercantile transactions 





ENT and rental value insurance, since it 

was first evolved, has rightly been looked 

upon as a “side-line” form of coverage. 
In viewing the possibilities of this contract 
from his own angle, however, the agent has 
generally taken for granted the supposition 
that because it has been classed as a “side- 
line,” it is something requiring a special tech- 
nical knowledge on his part in order to sell it 
in sufficient amounts to net an adequate re- 
turn. This is not true. Rent and rental value, 
like all other types of insurance, is a profit- 
able line for the agent who is really and truly 
a salesman and makes the welfare of 
his policyholders his first interest. Nothing 
is needed to place this coverage in satisfactory 
amounts except the ability to outline its ad- 
vantages in such a way that a prospect will 


who 


see the advisability of purchasing, and the 
exercise of ordinary common sense in recom- 
mending a kind of contract which will prove 


suitable to the particular case. If the agent 
has not the former requisite, he can acquire 
it by consistent effort; if he is without the 
latter, he had better give up selling insur- 


ance. 


AVERAGE AGENT CAN SELL THIS COVERAGE 

The average agent engaged in offering in- 
surance special lines, fortunately for the com- 
panies, is a man who combines quick thinking 
with proper preparation and generally it does 
not take him long to master the points in favor 
of any given type of policy, once they are 
brought to his attention. Rent and rental value 
insurance, in this respect, is even more advan- 
tageous than other so-called “multiple lines,” 
for it gives the policyholder a protection with- 
out which ruin would stare him in the face, 
and it furnishes the agent with enough sell- 
ing arguments to secure the application. As 
a definition of terms is vital to the logical 
discussion of any subject, it may be well to 
explain here the exact meaning of “rent” and 
“rental value.” Rent is the sum total of the 
money paid by one party for the use of prem- 
ises which are the property or leasehold of an- 
other. The person or firm renting the premises 
is known as the “tenant” and the owner or 
lessee is styled the “landlord.” Rent insur- 
ance premiums, then, are sums paid by the 
owner or lessee for protection against loss due 
to the cessation of rental payments because of 
damage to the buildings by fire, civil commo- 
tion, explosion, windstorm or riot. 


A CAsE IN PoINT 

When the owner or lessee of a building is 
himself the occupant, the sum for which he 
could rent his building (or the money he would 
have to pay for the rent of another struc- 
ture in the event that his own was damaged 
by any of the aforementioned causes) consti- 
tutes its “rental value.” Rental value insur- 
ance is thus seen to be protection of the owner's 
or lessee’s financial interest when his building 
is rendered unfit for occupancy by any of the 
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Rent and Rental Value Insurance Explained 


enumerated causes at a time when he is using 
it for his own for in- 
stance, that a landlord is also the owner of the 
building and that his property is valued at 
$70,000. There are twenty apartments, having 
an aggregate monthly rental of $960. The 
landlord carries fire insurance for the full value 
rent in- 


purposes. Suppose, 


of the structure, but does not carry 
surance. A the result that 


the building is partly destroyed in such meas- 


fire occurs, with 
ure that it will require five months in which 
The 


insurance 


to render it again fit for occupancy. 


owner presents claims to the fire 
companies and receives a settlement for $30,- 
That is all 


the owner gets as indemnity for his loss, but, 


oco to pay for the fire damage. 


during the five months which must elapse be- 
fore he can again invite tenants to enter his 
building, he has been compelled to go without 
a monthly return of $960, the aggregate of the 
rents he collected. Thus, in addition to the 
$30,000 loss by fire (which the insurance com- 
This 


last sum is that against which he should have 


panies paid for), he had a loss of $4800. 


had rent insurance. 


ANOTHER EXAMPLE 

Take a case illustrating rental value cov- 
erage. Suppose that a corporation was the 
owner of a manufacturing plant and also owned 
the plant structure itself. The building was 
insured against fire for the sum of $80,000, 
but the corporation did not carry any rental 
A fire destroyed the build- 
a sum which the 
full. It required 
structure and re- 


value insurance. 
ing to the extent of $40,000; 
insurance companies paid in 
seven months to rebuild the 
place the machinery, etc., so that work could 


the meantime, the corpora- 


begin again. In 


Thursday 


tion owning the business was forced to 
. < rent 

another site at a cost of $1000 per month TI 
oe 

loss, then, which should have been covered | 
vy 





rental value insurance amo is | 
unted to $ro09__ | 


These two examples give a definite idea oj the 
difference between “rent” and “rental Value” 
insurance and, if the agent will bear them jn 
mind, he will never fail to properly distinguish 
the terms. 


Poticy Forms 

Policies of rent and rental value insurance 
are roughly divided into two basic forms ap- 
plying generally throughout the country, but 
not within the jurisdiction of the New York 
lire Insurance Exchange. The first is de- 
signed to afford the fullest possible protec. 
tion to the assured and is computed so as to 
embrace the entire annual rental value or rent 
income derived from the building or attaching 
to its ownership or leasehold. In cases when 
the building is located in such a climate as 
might, at various seasons, tend to interfere 
with the work of contractors repairing the 
structure, this form is the only one to offer 
as the element of time becomes a widely-vari- 
able The second form is that which 
is designed to protect the financial interest of 


factor. 


the owner or tenant only for such a period, 
approximated by him, as may be considered 
necessary to rebuild the structure after it has 
been damaged. It is obvious that this form is 
suitable in some cases where the length of 
time which must elapse between the occurrence 
of the peril and the repair of the structure 
can be arrived at with a fair degree of ac- 
curacy. On the other hand, it is equally ap 
parent that 1f the estimated period is shorter 
(Continued on page 14) 




















This Tenement Fire Trap Caused the Loss of Thirteen Lives, Most of Them on the Fire 


Escape Shown. 
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There Is Food for Thought in This Picture. 
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A Specific Campaign for Agency Development 


F anyone doubts that the so-called special 

lines of fire insurance can be sold, a trip 

to a certain agency in a small town in New 
Jersey might be recommended. 

Perhaps a few of the experiences of this 
agency will be of interest to readers of this 
article. 

Our agent went into the insurance business 
when he was 25 years of age, in a town of 
7,000 population. He soon found out that the 
amount of fire insurance that he could rea- 
sonably expect in this town would not be 
enough to support his agency, and that he must 
sell other kinds of insurance in order to make 
both ends meet. Through a company repre- 
sentative he became interested in use and occu- 
pancy, rent, explosion and windstorm insur- 
ance and other of the so-called “special lines” 
of the business. He decided to campaign for 
these four special lines and see what the re- 
sults might be. 


P 


He prepared a circular letter outlining the 


AN OF CAMPAIGN 


advantages and the information necessary to 
intelligently write a use and occupancy policy. 
He worked out the same idea for rent insur- 
ance. With copies of these letters in his hand, 
he began on his fire insurance clients and found 
that there were very few of them that could 
not be interested in either one of these two 
lines. He made no attempt to force the sale 
or four days, he came back to the prospect and 
the prospect, he obtained enough information 
to fill out one of his circular letters and leave 
that with the prospect to think over. In three 
or four days, he came back to the pdospect and 
took up with him the side line just where 
he had left off a few days before, and in that 
interview made the attempt to close. He found 
that if he had sufficiently interested the pros- 
pect in the first interview, in the meantime, he 
would have had time to talk it over with his 
partner, his associate or his wife, whatever the 
case might be, and would be in a position to 
give a more or less decided answer. The pros- 
pect, who, after two or three interviews, finally 
turned the proposition down, he put on _ his 
prospect list with a copy of the circular let- 
ter filled out, in order that at a later date he 
could again solicit that line with better re- 
sults. 

His campaign for explosion insurance and 
windstorm insurance he based on local happen- 
ings. Whenever there was an explosion de- 
scribed on the front pages of the local news- 
paper, he made it a rule to devote the next 
two or three 
surance and found that he invariably had bet- 
after an 
finally every explosion risk in town, with the 
exception of very few, carried this line. He 
emphasized the fact that a serious explosion 


days soliciting explosion in- 


ter success shortly explosion and 


miles away, perhaps, might damage dwelling 
house property in the town and the rate was 
so small that for a few dollars explosion in- 
surance might be carried to great advantage. 

The sale of windstorm insurance was a little 





a well- 


known development manager of a large 


This article was written by 


fire insurance company, who prefers not 
to have his name used. He deals m 
actualitics, having been in the field aid- 
ing agents to do the work he describes 
here. 











more difficult, because he found out that early 
in the campaign he made the mistake in call- 
ing this class of insurance “tornado insurance.” 
He changed the name in mentioning it to 
prospects to “windstorm insurance” and like- 
wise made no effort to impress the prospects 
with the danger of cyclones, tornadoes, and 
hurricanes, but showed them the dangers that 
might be found in the sudden gales such as 
New Jersey. The 


are often experienced in 


sale of these side lines rose to a very re- 
spectable volume. 

His present plan is to emphasize the value 
of these side lines to the banks and_ build- 
ing and loans in the town, in order that they 
may also impress the prospect with the de- 
cided advantage of carrying more complete in- 
surance protection. 

Our agent does not send out a supply of cir- 
culars and then wait for the prospects to write 
in asking for use and occupancy or rent in- 
surance. He has found that it is a much bet- 
ter plan to make a short call on the man, ex- 
plaining the class of insurance he is trying to 
sell in a forceful way and then leave with 
him the information that he desires to have 
read. In this way he gets a greater measure 
of attention and obtains better results than if 
he were to send out a large amount of pam- 
phlets prepared by his company regardless of 
how carefully the list of prospects was picked. 

A few years ago, when he started this cam- 
paign for the side liners, every prospect had 
to be sold personally, but now that a larger 
number of men in the town carry some of the 
so-called “special lines,” it is rather a com- 
mon thing for a talking point to be given to 
him by a loss that occurs right in the town. 
In other words, not long ago a merchant to 
whom it had been quite difficult to sell use and 
occupancy insurance had a loss and, of course, 
his insurance became known in the town and 
that offered as valuable a selling point as 
could be provided for this class of insurance. 
Everybody in town knew the merchant who 
had the loss and when it became known that, 


would 


collect, he would also secure a sum to pay for 


in addition to the fire insurance he 
necessary expenses and net profits while the 
store was closed, it was generally agreed that 
he was a shrewd business man. This story 
helped our agent in his campaign to a con- 


siderable degree. 


RESULTS 
Every agent reading of the success of this 


agent, who must, for many reasons, remain un- 


13 


named, will be able to find many flaws in his 
plan when adapted to another town. It is 
right here that the determination, however, 
should be formed to make a decided effort to 
drive for more of the companion lines of 
fire insurance. Each agent must determine 
the manner of his campaign and the best way 
to handle it in his town. 

A more or less spasmodic campaign with 
little or no real system in it, will be doomed 
to failure and the unlucky agent attempting 
it will merely confirm his already hazy belief 
that it is a time to solicit these 
lines. 

The decided effort, with a carefully pre- 
pared knowledge of the line to be sold and a 
carefully chosen list of prospects, will bring 


waste of 


results—and worth-while results, at that. 

From the interview with this agent, his re- 
sults would seem to summarize themselves as 
follows: 

f new business on his 


1. A large amount « 
books, large enough, in fact, to pay for the 
campaign, even without any other considera- 
tion. 

2. A list of about 200 good prospects who 
will be sold one or more lines in addition to 
their fire insurance policies. 

3. An increasing amount of fire insurance 
has followed, as it naturally would, these side- 
lines. 
reputation 
of being live, on the job and knowing the 


4. Valuable advertising and the 


business has come to the agent. 

5. The increasing respect of his companies 
Two 
companies at different times sent down special 


and their effort to help in many ways. 


experts, who gave the agent valuable help in 
more completely understanding the policy and 
the best method of sale. 

6. The that, with the 
gained already, the side-line idea is opening 
every 


assurance impetus 


up to the agent larger opportunities 
day. 

Surely an energetic side-line campaign is 
worth the effort! 


Rain and Flood Insurance in 1923 





Net Losses 

Name and Location of Company Premiums Paid 
California, San Francisco... SEGO4 0 Seek deee 
Citizens, St Legit.ssc css 421 $ 15 
Commercial Union, N. Y..... 284 10 - 
Commercial Union, London. . 10,727 139 
Commonwealth, New York... 36,032 27,471 
Consolidated Assur., London 1 ee re 





Eagle Star & Brit. Dom’s, Lon. 322,780 283,005 
Federal, Jersey City........ 53,791 48,418 
Globe & Rutgers, N. Y..... 42,172 16,236 
Hartford Fire. Hartford.... 2,371,843 2,020,621 
Home, New York... .ccsess 1,076,328 896,657 
Mercantile, New York...... 62,011 48,310 
North Brit. & Merc., London 65,627 57,274 
Patatiie;. Londomt. .< os. <.05.% 4,763 15 
Pennsylvania Fire, Phila.... 64,125 52,336 
Sterling Fire. I[ndianapolis.. 491 18 
Union, Lendoticcs.cccscccdwe 4,715 15 


Frost Insurance in 1923 


Net Losses 
Premiums Paid 
New York.. $10,067 wees 


Name and Lccation of Company 
Bankers and Shippers, 


Inter-Ocean Reinsur., Cedar Rapids 17,804 “ave 
Pacific Fire, New York........... 10,067 eae 
Phoesm. Terttere .ccccccccocvevs 30,732 ema 








Rental and Rental Value 
(Continued from page 12) 
than that actually required for the work, the 
policyholder will be the loser. For this rea- 
son, the first of these two methods of com- 
puting the policy is preferable. 


ContrRACT DISTINCTIONS DIFFER 
the forms approved by the 
within 


The basis of 
New York Fire Insurance Exchange 
its own territory differs from the above to 
such an extent that the agent must familiarize 
himself with both before he is equipped to 
serve his prospect to the best advantage. In 
the jurisdiction of the New 
Exchange, the policies 
one is 


under 
Insurance 


sections 
York Fire 
are also divided into two 
known as “Occupied or Vacant” and the other 
The “occu- 


forms; but 
is designated as “occupied only.” 
vacant” form provides that the as- 
which 


pied or 
sured must have in 
will equal the amount of the annual rent or 
rental value of the premises before the terms 


force insurance 


can be effective. This contract guarantees in- 
demnity for loss of rent or rental value due 
to any of the specified causes, regardless of 
whether the damage occurs while the build- 
ing is occupied or vacant, or while any por- 
_ tion of it is occupied or vacant. The 
form merely demands that the as- 


“occu- 
pied only” 
sured have protection in force on the insur- 
able interest represented by the occupied por- 
tions of the building in question. It is, of 
course, cheaper than the “occupied or vacant” 


form. 


Types oF CovERAGE SUMMARIZED 
The various forms of rent and rental value 
insurance can be summed up under the fol- 
lowing classifications as regards the basis upon 
which the insurance is figured and protection 
“Occupied or vacant”: Premium 


rental value lost during 


guaranteed. 
based on the rent or 
the time which may be required to rebuild a 
structure after damage by a hazard described 


in the contract; or, premium based on_ the 
full annual rent or rental value. ‘Occupied 
only”: Liability is limited to only the occu- 


pied portions of the building and the policy 
is based on the time estimated as necessary to 
repair the structure; or, same restricted lia- 
bility and the insurance based on the full an- 
There is, in addi- 
value 


nual rent or rental value. 
tion, a of rent and rental 
ance which was evolved primarily to protect 
the insurable interest of those owners, lessees 
are seasonal in 


form insur- 


or tenants whose activities 
character and 


vacant during a portion of the year. 


whose premises are, therefore, 
This ap- 
plies to summer hotels, boarding houses, cot- 
tages and similar structures and the period of 
occupancy is designated in the policy. If, for 
instance, the period so named was six months, 
the insurance would be in force during that 
time and any loss then happening under the 
policy would be promptly paid; but if the loss 
occurred outside the six specified months, the 


<ompany would properly deny liabilit 
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Fire 


Ie ARTHQUAKE 
Protects against damage to assured’s prop- 


erty by reason of earthquakes. 


FLoop 
Protects assured against damage to his prop- 
erty by reason of floods. 
HAIL 
Sold chiefly to protect growing crops against 
the damage done by hailstorms. Policies are 
limited to certain seasons of the year. 


LEASEHOLD INSURANCE 
Assures the holder of a lease against loss 
by reason of necessity to relinquish the same 
following a fire or other disaster. Thus a 
tenant forced to move because of a fire may 
recover any additional rent incurred during the 
period of the original lease. 


Loss oF Prorits 
insures manufacturers and others against loss 
of profits because of interruption of business, 
due to a fire. 


REGISTERED MAIL 
Insures shippers of money, etc., by 
tered mail against loss while in the custody 
of the postal authorities. 


regis- 


RENTAL VALUE 
rent or 


RENT AND 
Covers against loss of the 
value of improved property by reason of fire. 
An owner renting his property would, in case 
of fire, continue to collect rent from the insur- 
ance company until the property could be re- 
stored. An owner occupying his own property 
and forced to seek other quarters recovers to 
the extent of the rental value of his property 
until it can be restored. 


rental 


SPRINKLER LEAKAGE 
Protects owners or tenants of sprinklered- 
property against damage by water by reason 
of leakage from sprinkler heads or pipes or 
hecause of automatic opening of the heads 
through other causes than fire. 


Riot AND Civu. CoMMOTION 
Policies are written to protect property own- 
ers from loss due to strikes, riots or civil com- 


STRIKE, 


motions. 


ToRNADO AND WINDSTORM 
Insures property owners against damage to 
their property from tornadoes or windstorms. 


Ust 

This form of insurance is written to protect 

business especially manufacturing 

plants, from losses due to inability to use or 

occupy their buildings following a fire and the 
resulting involuntary stoppage of business. 


AND OCCUPANCY 


houses, 


Motor Truck CoNTENTS 
\ form of inland marine insurance designed 
transit via distance 


to cover goods in lone 


notor trucks. 
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Insurance 


Thursday . 


Special Lines 


ParcEL Post 
Chis insurance is issued in blanket form, the 
policy being accompanied by 
tificates one of which is attached to each parcel- 
post shipment, thereby protecting the contents 
ot the package from loss or damage while in 


a book of cer- 


the mails. 


Tourists’ BAGGAGE 

Issued in several forms to protect baggage | 
in transit against damage or any 
reason. A special form of policy is issued for 
salesmen’s samples, known as salesmen’s sample 


loss for 


Hoater, 





e 
Speci 
There have grown to be an almost innygfjle number 0 


fre and cas 
tally increasi 





Developing 


being offered to the public by the companies; 
are desirous of serving public interest and ir; 
sale of these special lines. There are others age not sellin 
To agents who are doing this work and to agegio are plan 
to go about it is all-absorbing. On these pag a listing of 
scription of the purpose of each. On the pagefeding them 
plan of operation with reference to fire insurglines. On tl 
an article describing the proper methods to I. in develo 
pages, taken together, should provide an agenfaverage intel 
work out for himself a plan suited to the peug conditions o 
More important, perhaps, than anything is this plan. 
be accomplished by haphazard methods. Ag of action is 
should be sufficiently elastic to allow for thed 
storm in the neighborhood would be immediaeiollowed by | 
On the othe 












> 


lopments of 


the agent to sell windstorm and tornado insurat 
plan of action and awaits some catastrophe topree home to 
only pushing them at particularly propitious 
haphazard manner and will get no credit fromifasureds for 
In other words, while it is proper to push somspecial line a 
brought home to the people as a result of so 


ments, he w 


catastrophe, 

clentele ma 
it that their ; 
plan the ages 


await such an event, since a large part of his: 
trophe and will blame him for not having sent 

It has been suggested that in developing 
the fire and casualty branches and make thos 
upon two considerations, one being their saliiity and the o 
pushed by other agents in the same town, Hari decided upor 
other agents in the town are neglecting, the aged isthen in a) 
He can show thatig has the inter 


ishobby. 1 


business to his own office. 
any other agent by showing the need for his paffcular line an 
has seen that need. Wy 

No agent can expect to develop all the sptial lines. Ther 
would do much better to specialize on one lin knowing seve 
1 of thet One of the 


expert and knowing something about al 
gmething and 


put into words reads, “Know everything abott 
particularly apropos for the special live age 
Post this list of special lines somewhere a" your desk 
is a quick and accurate guide to the ramificatioi#Ot modern 11 


: : : ofycur ow 
panying articles and then get busy on a plan oy" own. 


ee 
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Casualty Insurance Special Lines 


BURGLARY 
Protects all kinds of property owners from 


loss by burglary. 


CREDIT 
Protects mercantile houses from losses on 
certain classes of credit accounts. 


ELEVATOR Property DAMAGE 
Covers damage to property of others caused 


by elevators. 
ELevAtTor LIABILITY 
Covers liability for injury to or death of per- 
sons caused by an elevator. 





————— 





ie Special Lines 


innugile number of special lines of insurance which are 


i111es | 
nd in 
hers 
to agegul 
€ pagy 
; page 


insur 





S toy 


agent 


: peci conditions of his own particular field. 


ling gis this plan. 


Ap of action is necessary. 
the diplopments of the moment. 
illowed by an energetic campaign on the part of 
stray, On the other hand, if the agent has no particular 
his clientele the value of his lines, 


eciate 


he topree home tc 
ious puents, he will find his business developing in a 
rom igassureds for 
h song special line at a time when its value is particularly 


f song catastrophe, 


hisom clientele may have suffered by that same catas- 
seen that their sufferings were properly alleviated. 

ping § plan the agent should first select one line each in 
The selection ef them should depend 
saliifitv and the other to what extent they have been 
Havitg decided upon some good fire insurance line which 
agdis then in a position to use it as a lever to divert 





those his hobby. 


that has the interest of the assured more at heart than 
s paficular line and hy pointing out that no other agent 


: pial lines. There are too many of them. Each agent 
ine, ktowing several others well enough to be a near 
the. One of the 
out pmething and something about everything.” 


nt. 


¢ aut your desk where it will be easily accessible. It 
tio! modern insurance coverage. Read the accom- 


ofpour own. 


fre and casualty. 
ally increasing their own incomes are pushing the 
we not selling them at all but who ought to be. 
ware planning to do it, the problem of how best 
alisting of all the special lines with a short de- 
eding them is an 
lines, On the page following them will be found 
we in developing the casualty lines. 
werage intelligence with ammunition enough to 


The enterprising agents who 


article outlining a successful 
The four 
Successful sales development cannot 


Whatever the plan is it 
Thus a severe wind- 


having rendered them proper service. 


nevertheless the agent should never 


most famous educational axioms ever 
It is 








ELECTICAL MACHINERY 
Insures electric motors against breakdown 
or burnout. 


EMPLOYERS’ LIABILITY 
Covers employers for liability to employees 
injured while working for the employer. Em- 
ployers’ liability is distinct from workmen’s 
compensation and is only used where the latter 
cannot be sold. 


EXPLOSION 
The coverage under an explosion policy is 
exceptionally broad and includes damage to 
property of others as well as to that of the 
assured. 


Fry WHEEL AND ENGINE BREAKAGE 
Insures against bursting of fly wheels and 
break down of engines and against the damage 
to property which might result. 


Group ACCIDENT AND HEALTH 
Insure groups of employees, usually not less 
than fifty at wholesale rates against accident 
and health. The usual method is for the em- 
ployer and employee to share in the premium. 


PLATE GLASS 
Insures plate glass owners against breakage 
for any and all causes. Losses are adjusted 
by replacement rather than by paying the cost 
of the glass. 


Pustic LIABILIty 
Insures property owners from liability for 
injury to or death of persons caused by the 
negligence of the property owner or his em- 


plovers. 


STEAM BOILER 
Insures against the explosion of steam boil- 
ers and the damage caused thereby. 


TEAMS’ LIABILITY 
Covers owners of teams from liability to the 
public for injuries or deaths caused by the 


same. 


TEAMS’ Property DAMAGE 
Liability for damage to property caused by 
teams is covered under this form of policy. 


WatTER DAMAGE 
Owners or tenants of property are protected 
under this form of cover from damage by 
reason of leakage from or bursting of water 


pipes. 


FipELITy Bonps 
Offers a guarantee of the honesty of officers 


or employees and persons in Federal employ. 


Surety Bonps 
the 
persons or corporations. 


Offers a guarantee of fulfillment of a 


contract by 


Bait Bonps 
Really a form of surety bond under which 
hail for a prisoner of justice is given by bond 


of the surety company. 
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Fidelity Bonds 
(Continued from page 5) 


unless an entirely new position is added or one 
of the positions discontinued there is no detail 
work whatever in connection with the handling 
of the business. This, I say, makes it very at- 
tractive for both the salesman and the employer, 
but in the long run makes it rather expensive 
for the employer at least, because in the event 
of a loss the employer, who might be fully re- 
imbursed by the surety company, is, neverthe- 
less, usually put to trouble and expense in audit- 
ing accounts and changing employees, which 
all could no doubt have been avoided if the 
surety company had been given the opportunity 
to investigate and pass upon the records of the 
individuals bonded. 


A Fertite FIevp 

In conclusion I would like to say that no 
branch of the surety business affords the pro- 
ducer so great a field for his efforts as does the 
fidelity business. There is not a business house, 
no matter how large or how small, which is not 
a subject for fidelity bonds; and again, in the 
fidelity line the salesman has the opportunity 
to demonstrate his skill and knowledge of the 
business, because it is one of the few lines 
handled by a surety company wherein the man 
who gets the protection pays for it. Therefore 
the fidelity salesman is selling protection directly 
to the person who is paying for it. 


Earthquake Insurance in 1923 


Net Losses 
Name and Location of Company Premiums Paid 
Agricultural, Watertown ......... $ 673 ¢$ 
Albany. Albany, Ni Yu... cccc cece 170 
American Alliance, New York.... 1,061 
Atlas Assurance, London.......... 4,221 
Boston, Regen. seccscesccvcecwous 336 
California, San Francisco......... 4,031 
Commercial Union, New York..... 1,156 
Commercial Union, London........ 7,623 « 
Commonwealth, New York......... 285 
Connectieut Fire, Hartford........ 4,165 
Consolidated Assurance, London.... 938 
Eagle Fire, New York............ 357 
Equitable Fire & Marine, Providence 1,011 
Fire Association, Philadelphia...... 875 e 
Firemans Fund, San Francisco.... 642 
Franklin, Philadelphia ........+. 1,619 iad 
Girard Fire & Marine, Philadelphia 120 dean 
Globe and Rutgers, New York.... 52,731 Swan 
Great American, New York....... 5,763 rc 
Flomie, NeW NOtis.. 2. s/cvewosawas 19,869 10,692 
Ifome Fire & Marine, San Francisco 53 
Insur. Co. of State of Pa., Phila. 1,171 
International, New York.......... 2,135 
Law Union and Rock, London.... 484 
Liverpool & Lon. & Globe, Liverpool 1,737 acme 
London and Lancashire, London... 1,295 75 
Massachusetts Fire & Marine, Bos’n 172 éwes 
Mechanics & Traders, New Orleans 297 Pe 
Mercantile, New York............ 60 284 
Merchants Fire, New York........ 4,586 ouee 
National Fire, Hartford........... 4.650 212 
New India, Bombay .c . cs cen ccee 1,376 eee 
New York State Fire, Albany..... 561 
New Zealand, Auckland........... 2,822 
North British and Merc., London 2,672 P 
North River, New York.......... 2,566 
Norwich Union, Norwich.......... 2,277 8 
Old Coloty, Besttts..cccic asec csase 67 
Orient, “Hattiatd: .a4 cccccdadecwes 305 < 
Pabatins, Lome. 06sec cudavewcees 4,507 
Pennsylvania Fire, Philadelphia.... 524 
Phoenis; Hartlord <2. cc cncesiveucs 8,233 
Prudential Ins. Co. of Gt. Brit., N. Y. 209 
Reins. Co., Salamandra, Copenhagen 1,142 30 
Reliance, Philadelphia ............ 48 a 
Richmond, New Y¥eeWs...<.cccwees 1,112 aa 
Royal Exchange Assurance, London 1.885 ss 
Scottish Union & Nat’l, Edinburgh 3,769 ig 
Second Russian. Petrograd........ 60 9 
Sar INO RGN oe 5 dae occ dudcaeaas 306 
Stuyvesant, New York............ —26 
Cai, “Eond@ti. . s 25 0c coesienses 3,540 
Unicn Insurance Society of Canton 13,976 
United States Fire, New York.... 5,922 
U. S. Merchants & Shippers, N. Y. 609 
Victory Fire, Philadelphia......... 44 
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By JoserH R. WiLson 


Manager, Development Division, Maryland Casualty Company, 


F I had to depend upon food prepared by 

] myself, I would starve to death, because 
I don’t know how te cook. 

If I were given the alternative of making a 
living by repairing automobiles or of being 
hung, a rope which might otherwise be put to 
a less painful use would have to be procured, 
because I don’t know how to repair automobiles. 

No man can succeed as a casualty agent un- 
less he knows all about his job. 

A casualty agency cannot be built up by sit- 
ting in a swivel chair, swapping yarns or dis- 
cussing politics. The agent must want success 
so badly that he is willing to work hard for it. 

To succeed the agent must be intimate with 
the three P’s of the casualty business—policies, 
premiums and prospects. Then he must possess 
a fourth P—perseverance. Added to these 
must be two S’s—system and solicitation. Four 
P’s plus two S’s equal a third S plus a fifth P— 
success and profit. 

The casualty business places a high premium 
upon personal preparedness and_ persistency, 
brain and brawn, energy and efficiency, initiative 
and intelligence, courage and conviction. This 
is true because of the diversified lines, the 
almost unlimited scope of the policies and the 
fact that every citizen of standing in every com- 
munity is a prospect for one or more lines. 

The casualty agent in a town of from 15,000 
to 20,000 population or less, has diversified in- 
terests. He usually represents fire insurance 
companies. He may deal in real estate. Often 
he has other business and consequently handles 
insurance as a “side line.’ Hence he is not 
sufficiently familiar with casualty policies to 
appreciate his chances for profit. He knows 
little of his opportunities because he lacks 
acquaintance with the business. Therefore he 
does no more than accept the few applications 
which come to him voluitarily. He centers his 
attention upon those interests with which he is 
most familiar. The result is that a fertile cas- 
ualty field is neglected. 

A casualty agent whom I assisted awoke to 
his opportunities. He learned the business and 
went to work. Within a year he increased his 
income several hundred per cent. I might cite 
many other such cases. The results accom- 
plished by this small-town agent may be dupli- 
cated by others, no matter how large or how 
limited their fields may be, provided they 
possess the qualifications mentioned in my 
formula. The intelligent, ambitious agent will 
find that the degree of his success depends upon 
the extent of his own efforts. 

First the agent must know his policies—what 
they are; the character of protection provided 
by each; for what classes of prospects each 
policy is intended; why given prospects should 
have certain policies for the protection of their 
personal and business interests; the conditions 
under which each policy is issued; the neces- 


sary qualifications of applicants. A working 





Vr. Wilson, who is a brother of the 
late President Wilson, is the author of a 
new book entitled “Surety and Casualty 
Salesmanship,” soon to be published by 
The Spectator Company. This book will 
be the first authoritative volume in the 
market covering the subject of selling 
casualty and surety lines. The need of 
such a book has leng been felt——Enptror’s 
Note. 











knowledge of these features and its proper ap- 
plication through daily personal solicitation 
spell success. 

Second, know how to quote correct rates. A 
rate annual is the tool with which the agent 
works. Learn how to find and to figure rates 
accurately. 

Third, the agent must know his prospects; 
what individuals, firms, corporations and in- 
stitutions in his town would probably be insur- 
able risks. The agent should judge them by the 
underwriting requirements of his company. 

Little casualty business comes in over the 
It must be personally solicited. The 


casualty agent has a sound business proposition 


counter. 


which appeals to every right-thinking business 
and professional man. It is the agent’s func- 
tion to afford every dezirable prospect an op- 
portunity to avail himself of necessary insur- 
ance against mishaps which no human prudence 
or precautionary measures can prevent. Acci- 
dents, burglaries, catastrophes resulting in loss 
of life, limb or property are of daily occurrence 
in spite of all care. 
unpreventable losses is essential. 

In personally soliciting, the agent faces the 
necessity for perseverance. Intelligent, system- 
atic perseverance is certain to bring success. 
Success means profit—the goal. 

Preparatory to solicitation and 
thereto, compile, with the aid of classified city 
and telephone directories and personal acquaint- 
ance, a card record of all individuals, firms, 
corporations and _ institutions 


Insurance against such 


necessary 


whose _ business 
would be desirable, who would make “safe 
risks.” Enter on each card the name, address 
and business of a prospect. List the policies 
each prospect should have for adequate protec- 
tion against such contingencies as may arise in 
When calling on 
a prospect ascertain what policies he already 


connection with his business. 
carries and their expiration dates. Enter these 
Record on the card, too, 
the results of calls made on the prospect. 

Take up one line at a time in its order of 
importance to each prospect. Personally so- 
licit actively and closely all prospects for each 
line they should have—which meet the pros- 
pects’ individual requirements. 

Call on as many prespects as possible each 
day. Every call does not mean an application, 


data on his card. 
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Thursday 


Developing Your Casualty Insurance Business 


3altimore, Md. 


of course, but an average number of calls daily 


means an average number of applications 
monthly. This average will increase as the 
agent gains experience. 

Map out carefully the work of each day in 
advance. Route prospects according to streets 
or sections of the town. This conserves time 
Let every day mean a thorough, 


personal canvass. 


and energy. 
No field, however fertile, 
will yield a full crop unless it is carefully and 
constantly cultivated. 
Thus know 
what new enterprises are started and of other 
openings for business. 

Use newspaper and other reports of accidents 
and mishaps as object lessons to prove the 


Keep in touch with local events. 


necessity for insurance against similar losses, 
Your prospect may be “next.” 

Make a record of lost business and endeavor 
to get it back. 

Seasonable solicitation is profitable. For in- 
stance, the early spring is a good time to make 
a drive for automobile policies, because then 
When summer 
vacations are inaugurated is a favorable time 


the general use of cars begins. 


to sell accident insurance. 

The casualty agent who represents fire com- 
panies or has real estate interests, should re- 
member that the casualty business fits in and 
can be readily developed in connection with his 
other lines. The three form a valuable, work- 
able combination. Fire insurance policyholders 
and real estate owners are prospects for several 
forms of casualty policies. The agent who 
handles these three lines and fails to make each 
a feeder for the other two, misses a good bet. 

When the agent has familiarized himself 
with his lines he should never forget what he 
sells and should use his best efforts to sell every 
line. The merchant whe does not endeavor to 
interest his customers in all the goods which 
he believes will meet their needs, is a poor mer- 
chant. If he hasn’t time nor inclination to 
acquaint himself with all the merchandise he 
has in stock and with the class of trade for 
which his goods are intended, he should shut 
up shop or stop pretending to cater to the pub- 
lic. Just so with the casualty agent. If he is 
without time or inclination to learn his busi- 
ness and develop it thoroughly, he should give 
up his agency and confine his attention to those 
business interests which he considers worthy 
of all the push and pep in him. The agent who 
follows the course I have briefly sketched, will 
succeed or will have to admit his inability to 
pursue with profit methods which thousands of 
others have adopted with a steadily increasing 
bank account as their reward. 





Water Damage Insurance in 1923 
Net Losses 


Name and Location of Company Premiums Paid 
Commonwealth, New York........ $5,113 $ 388 
Mercantile, New Yorks ....<.<660:6 6s 4,230 1,580 
North British & Merc., London.. 25,026 4,858 
Pennsylvania Fire, Philadelphia... 3,606 946 
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Automobile Ownership and the Collision Hazard 


a factor in the automobile insurance 
business throughout the United States, 
hazard has assumed 


This statement is fact, 


S 


the collision 

astounding proportions. 
not fancy. Let the man who doubts it, and 
who drives on his way with little or no thought 
for the other man’s car, make only a_ brief 
examination of the possibility of his colliding 
with another vehicle or with some stationary 
or moving object and he will rapidly change his 
opinion. The automobile highways of the na- 
tion are slowly but becoming too 
crowded for any except the most careful and 
experienced motorists. The streets of our 
cities have long been congested to the danger 
point and remedial legislation is now practi- 
cally universal. For all of this there is an 
excellent reason. Instead of the manufacture 
of motor cars and trucks remaining at a con- 
stant level, it is increasing by leaps and bounds, 
thus bringing about a consequent increase in 
the number of vehicles using the roads and 
avenues all over the country. 


surely 


4,014,000 Motor VEHICLES BUILT IN 1923 


Some idea of the extent of the danger now 
present because of the collision hazard may be 
gained from a review of the automobile pro- 
duction 1922 1923. In the 
former year there were 2,406,396 cars built, 
while in the same period 252,668 trucks took 
In 1923 the number of automo- 
biles built during the year reached the enor- 
mous total of 3,644,000 and, in addition, 370,- 
000 trucks were constructed. The totals then, 
for the years 1922 and 1923 are 2,659,064 and 
4,014,000 respectively. This means a production 
increase of nearly 50 per cent. A noteworthy 
feature in connection with all these figures is 
that, of the automobiles built in 1923, 35 per 
cent were of the closed car type. At first men- 
tion this sounds irrelevant to a discussion of 
the collision hazard as now existing; but when 
it is recalled that the closed car is more sub- 
ject to damage and destruction in a collision 
than the open style, the statement furnishes 
material for thought. The automobiles and 
motor trucks produced last year had a grand 
valuation of $2,510,885,000, while the average 
retail price per car was $811. 


figures for and 


the highways. 


ConpiTIONs IN Larce CENTERS 
The year 1924 opened with an aggregate reg- 
istration of 15,092,177 mechanically 
vehicles of all kinds—an average of one car 
to about every eight persons in the United 
States. What this signifies in road conditions, 
particularly on city streets, is indicated by the 
report made public by Magistrate Marsh in 
New York city. The statement showed that 
the number of cases of traffic rule violation 
hrought to court in that municipality during 
January, 1924, aggregated 5374; or 2380 more 
than during the same month in 1923. The 
magnitude of the traffic problem on city streets 
is thus clearly demonstrated and the possibility 
of collision need only be inferred. Of all the 


driven 


cases appearing for decision, it is significant to 
note that first offense. 
it may reasonably be supposed that these 1,060 
drivers, or at least the vast majority of them, 
were of the heedless or inexperienced type and 
were either not in perfect control of their 
machines or were not familiar with existing 
traffic any event, they con- 
stituted a menace to every careful, law-abiding 
driver on the city’s streets; and their number 
is multiplying at the rate of 1060 and more per 
collision 


1060 were arrested on 


regulations. In 


month. Let the man who scoffs at 


insurance get around that if he can! 


RECKLESSNESS AN iMPORTANT J? ACTOR 


In the city of Hartford, Conn., motor 
vehicles did damage estimated at about $7,728,- 
ooo during the past year. Property damage 
was approximated at $1,656,000; personal in- 
jury amounted to nearly $1,872,000 for 4879 
persons; and financial losses, due to 280 fatali- 
ties, were said to have been $4,200,000. The 
collision hazard played an important part in 
contributing to these totals and the man who 
is uninsured against this danger is simply “tak- 
ing a chance” for which, sooner or later, he 
will pay dearly. The Pennsylvania Railroad 
system recently conducted an investigation into 
the causes of accidents at grade crossings and 
that of 242,142 automobile 
drivers who crossed the lines of 
under observation of the signalmen in thirteen 
States, 7566, or 3 per cent plus, were reckless. 
If these 7566 reckless drivers will not cross a 
railroad carefully, what will 


it was found 


the railroad 


plainlv-marked 


they 








do when approaching intersections on 





State highways or country roads? The obvious 
answer is that they will do nothing and that 
their presence on the highways is undesirable 


and dangerous. 


INSURANCE THE ONLY ADEQUATE PROTECTION 

Even when the utmost care is exercised in 
driving, either in cities or on the open road, 
something may happen at any time to cause a 
collision, with consequent loss of property in- 
No man would put $2500 in a bank 
which he knew would fail within five years; 
yet the man in the city will often purchase a 
$2500 automobile and drive, without collision 
that some 
before 


terest. 


insurance, under conditions make 


practically certain the expected 
five-years’ life of the car has been utilized. 
Such procedure is financial suicide. 

The insurance companies throughout the 
United States appreciate the hazards to which 
an owner’s car is subjected because of the 
danger of collision, and they have made ade- 
quate provision against loss in the policy form 
covering this risk. The contract flatly states 
‘hat a collision shall be construed to mean 

‘ollision, or contact with any object whether 
moving. or stationary.” Surely nothing could 
be broader than this interpretation! It 
embraces practically any striking blow which 
an automobile can give or might be given and 
the policy specifies that indemnity shall either 
be paid in full in cash or that the insurance 
company shall replace and repair the damage 
with like kind and quality of material, stand- 
ing all the mechanical cost as well as the ex- 
pense included in the labor charge. 


loss 














A Recent Storm in Washington, D. C., Resulted in This Accident. Probably the Owner Could 
Collect Under a Collision Policy. 
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C. M. BERGER 
Manager 


LONDON 
GUARANTEE & ACCIDENT CO., LTD. 


HEAD OFFICE—NEW YORK 


Super-Service insurance in the following lines 


‘Accident, Automobile Liability, Automobile Property Damage, Automobile Collision, Bank Burglary 
and Robbery, Credit, Contractor’s Contingent Liability, Disability, Electrical Machinery Breakage, 
Elevator Liability, Elevator Property Damage, Employer’s Liability, Engine Breakage, Fly Wheel 
Breakage, General Liability, Golf and Game, Group Accident and Health, Health, Highway Robbery, 
Landlord’s Liability, Mercantile Open Stock Burglary, Mercantile Safe Burglary, Messenger Robbery, 
Office Robbery (Hold-Up), Owners’ Liability, Owners’ Construction Liability, Paymaster Robbery, 
Personal Holdup, Plate Glass, Public Liability, Residence Burglary, Larceny and Theft, Salary, Store 
Robbery (Hold-Up), Safe Burglary, Steam Boiler, Teams Liability, Teams Property Damage, Tenants’ 
Liability, Theatre Liability, Theft, Use and Occupancy, Vessel Liability, Workmen’s Compensation, 


Workmen’s Collective. 




















Would You Neglect Your 
Best Customer ? 


Approximately five million new automobiles 
will be delivered this Spring. 


Approximately five million new drivers will 
require insurance. 


In this steady procession of prospects agents 
can find limitless opportunity for writing 
automobile insurance. 


The owner of a medium priced car is also 
financially able to carry Life, Accident and 
Health, Burglary, Plate Glass, and countless 
other insurance lines. 


Would you neglect your best customer? 


CONTINENTAL CASUALTY COMPANY 


'H. G. B. Alexander, President ~ 
CHICAGO 


DO YOU NEED AUTOMOBILE ADVERTISING 
SUPPLIES? THE CONTINENTAL HAS PRE- 
PARED A COMPREHENSIVE DIRECT MAIL 
ADVERTISING CAMPAIGN ON THIS LINE. 
A COPY OF THE PORTFOLIO WILL BE SENT 
TO INTERESTED AGENTS. 











A REAL HELP FOR EVERY AGENT 


THE 


AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION 
THOROUGHLY REVISED 
GREATLY ENLARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 


A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition. 


PRICE, $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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Group Aeceident and Sickness Insuranee for Employees 


By WILLIAM I*. CHAMBERLIN 


Manager of Group Lines, The Travelers Insurance Company 


HEN the industrial revolution began 
in England, large sheds and factory 
buildings were built for the purpose 
numberless duplications of the 
newly-invented textile producing machines. 
Manufacturing was to be done on a large scale 
never dreamed of. There would be 
thousands of manufacturers—men, women, and 
children—little children to whom one need give 
only a few pennies for pay, because the work 
would be easy and the manufacturing processes 
almost automatic. The workers would under- 
stand cloth-making, because many of them 
would have been hand-weavers in their own 
homes. They had owned their own looms, but 
that would soon be done away with. Here in 
the new factories of London and Manchester 
they would own nothing. Should little chil- 
dren own anything? The workers must not 
interfere with the rightful owners. They must 
expect the day’s pay for the day’s work. Who 
could find a bit of unfairness or unpleasant- 
ness in the system? The thing was done. The 
industrial revolution was in process. The slums 
were created. Heath and hamlet, farm and 
cote were deserted. The open country and 
independence were held drab and worthless and 
thousands turned rather to diseaseful and over- 
crowded living, cheered by the tinkle of Eng- 


of housing 


before 


lish shillings. 


HistoricAL BACKGROUND 

In the old days back on the heath, if a man 
became ill, the family carried on the affairs of 
the household. The little farm was a provider 
and the sale of cheese went forward just the 
same. But now, in the new industry, it was 
different. The was done from 
day to day, just enough to last from day to day, 
just enough to last from one day to the next. 
Children’s food was bought when the pay for 
work was obtained. If there was no pay, there 
was no food for children. 

Early in the industrial era a distressful con- 
dition became apparent and none could deny 
its existence, yet there seemed to be no way 
of relieving the vast amount of human 
wretchedness. At the best of times, among 
so many hundreds of workers, there were 
always those who were afflicted with some ill- 
ness and were therefore cut off from their pay 
—their only source of supply. During periods 
of infection and epidemic, starvation and misery 
were extended many-fold. In some circles the 
condition was accepted as quite inevitable and 
by some considered to be the will of God. 

America trailed about one generation behind 
England in its industrial development. Eventu- 
ally, in industrial communities, the evils that 
Were characteristic of English industrialism 
became manifest: overcrowding, lowered stand- 
ards, lessened vitality, and an undue amount of 
disease and destitution. The condition 
the problem seemed unsolvable. 


provisioning 


Was 


grave and 


I:mployers were not interested in the sick or 
injured ones of their employees. There was 
due where there was nothing earned. 
, and in addition, the employer had no 
time to be bothered with the sick and injured. 
()utsiders were concerned, but the proposition 
seemed too unwieldly ever to be held under 
human control. 


nothing 


Besides 


BENEFIT ORGANIZATIONS 

As early as 1847 attempts were made in 
\merica by several of the existing insurance 
companies to provide for sickness insurance, 
but for the greater number these attempts re- 
sulted in failure. About fifteen years 
however, industrial sickness and accident in- 
surance on what was known as the “dollar a 
month” plan was launched by some companies 
and became to some extent popular in certain 
trades and industries. The plan, however, was 
not entirely satisfactory because it lacked a 
scientific method, and because of the 
‘ons of the policy and the unsatisfactory claim 
adjustments resulting from these restrictions. 
But it was the pathfinder for the later devel- 
ypment of a more highly-perfected line of in- 
surance which we now understand as group 
accident (away from occupation) and sickness 
insurance or group disability insurance. 

With other conditions made more favorable 
and tenable in industry, the workers in some 
communities have established relief associations 
or mutual benefit societies. These organiza- 
tions, too, have paved the way for the devel- 
opment of group accident and sickness insur- 
ance, but were not entirely successful because, 
with few exceptions, these employee associa- 
tions had limitations and because the hazard is 
confined to one locality and therefore the vari- 
ous bodies were not able financially to weather 
the storm of catastrophe or of an epidemic. It 
is manifest that, ultimately, self-investigation 
hy committees of these organizations would 
become burdensome and frequently cases would 
arise which, because of human likes and dis- 
likes, would cause embarrassment. Under a 
scientifically-conducted insurance management, 
that these difficulties would be 


ago, 


restric- 


it is evident 
eliminated. 


CoMPENSATION COVERAGE 

insurance is now 
an outstanding characteristic of American in- 
dustry. Workmen’s compensation laws are in 
force in all but a few States of the Union; 
but compensation, whether required by 
law or not, does not begin to solve the old prob- 
lem. In fact, under compensation insurance re- 
quirements, safety standards are so high and 
‘azards so diminished that it has come about 
that a workman is more protected from injury 
“nd disease while at his occupation than away 
occupation. _Workmen’s compensation 
tll leaves unaided those unable to be at work 


Workmen's compensation 


this 


from 
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because of sickness or accident. From an in- 
vestigation carried on in his own organization, 
a certain employer of many thousands of men 
has found that in one year 10 per cent of the 
lisabilities were due to accidents sustained at 
work, 5 per cent to accidents sustained away 
from work, and 85 per cent to illness of the 


hody. 


Grour INSURANCE Is FULL PROTECTION 

supplemental ; 
it is complemental. It out the com- 
plete protection of the working man or woman. 
It is scientifically under- 


Group insurance is more than 
rounds 


It is low in price. 
written. The insurance companies which un- 
derwrite it have the hazard well distributed. 
The underwriting experience is now sufficient 
to formulate definite plans and definite costs. 
To repeat, it is on such a scientific basis that 
it enables a most liberal payment of every 
honest claim. 

The workers of the dawning days of the in- 
dustrial era would have looked upon our day, 
perhaps, as the industria! millennium, not be- 
‘ause all conditions are what they should be 
hut because there is back of it all the will to 
practice justice. You will rarely meet with 
an employer who would desire to go back to 
the time of the old liability laws. The time 
will come when employers will look with the 
same favor on a provision for indemnities for 
illness and for accidents occurring away from 
occupation. The plans permit the employer to 
generously share with his employees the cost 
of the premium, or he may pay the entire cost, 
or, under certain conditions and if the employer 
cannot contribute for one reason or another, 
the employees may pay the entire cost of group 
disability insurance. In many cases the amount 
paid by the employer would be smaller than 
the accumulated fund that he would have felt 
called upon to give out in doles: In group dis- 
ability insurance the employee possesses a cer- 
tificate of insurance which represents to him 
the policy. If he pays a portion of it, he 
possesses some self-satisfaction and has the 
assurance that when he is ill he can weather 
the storm. The frame of mind when he re- 
turns to work is one of hopefulness rather 
than of discouragement. He has had imper- 
sonal but kindly dealings with the insurance 
company instead of having had to expose his 
personal affairs to his fellow-employees or to 
his employer. The oft-repeated “passing of 
‘he hat,” which at best is distressing to the 
employer, to fellow-employees and to the dis- 
abled employee, is avoided. 


Grove DrsasBitity A Force For Goop 
It is not the purpose here to discuss the plans 
and cost of group accident and sickness insur- 
ance. These are well described in the litera- 
ture of the companies writing such insurance. 


The Travelers Insurance Company, for in- 
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Praise From | The Ben 


A PROFESSIONAL RECEIVER in Chicago 


is on trial charged with embezzlement. TI 


~~ 
ee 
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surety companies that issued bonds covering 
the Receiver have paid losses cf, approximately, 
$125,000, the Maryland Casualty Company paying 


over $53,000. 
of the Court, Judge Scanlan said: 
“In all my fifteen years on the bench, there 


In accepting the checks on behalf 


is 


— . pe ene 












Home Office Buildings 


nothing that has given me greater pleasure than 
to accept these checks. 

“T doubt if there has ever been any such an 
exhibition of good faith as the bonding com- 
panies have shown on this occasion. Your own 
auditors and your own detectives, coming to the 
aid of the court, discovered trauds that cost your 
companies additional thousands.”’ 


Maryland Casualty Company 
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Maryland Assurance Corporation—Life Insurance 
































CASUALTY SURETY 





COMMERCIAL CASUALTY INSURANCE COMPANY 


NEWARK, N. J. 


ee | $1,000,000.00 
Assets. ........ 7,113,656.61 
Liabilities... .. 5,113,656.61 
Surplus to Policy Holders 2,000,000.00 


_A Sound Company with Sufficient Experience to know the 
Needs of the Agent and to Co-operate with him. 


General and Regional Agencies are open in the following 
states: 


Delaware Missouri 
District of Columbia Nebraska 
Illinois New Hampshire 
Indiana Ohio 

Kansas Pennsylvania 
Massachusetts Vermont 
Michigan Virginia 


Wisconsin 














THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 
Formerly U. S. Manager, North British & Mercantile Insurance Company, 
and a former President of the National Board of Fire Underwriters. 


A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 
Cloth Binding, 220 pages 
Price, postpaid, $4 
Bound in with the above-named book is now included Mr. Richards’ 
pamphlet (sold separately at $1 per copy) on 
FIRE UNDERWRITING PROFITS 
as related to 
EXPERIENCE RATE-MAKING 


a striking analysis of underwriting results for 22 years, and an argument for 
a change in the manner of computing underwriting profits. 


THE SPECTATOR COMPANY 
Selling Agents 


CHICAGO NEW YORK 
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PREMIUMS AND LOSSES FOR 1923 IN CASUALTY SPECIAL LINES 


Aetna Cas. and Surety Hartford. 
Aetna Life. Hartford..... 
American Casualty, Reading 
American Fidelity, Montpelier. . 
American Indemnity, Galveston. 


Arerican Surety, New York .. 

Canitol City Surety. ‘oe ate 
Cclumbia Casualty, New York.. 
Commercial Casualty, Newark. . 
Commonwealth Casualty, Phila. 


Continental Casualty, Chicago. . 
Detroit Fidelity & Sur., Detrcit. 
Eagle Indemnity, New York... 
Employers Ind., Kansas City... 
Employers Liability, Boston... 


Employers Casualty, Dallas... . . 
Eureka Casualty, Philadelphia . . 
European Gen’l Reins., N. Y.... 
Federal Surety, Davenport..... 
Fidelity and Casualty, New York 


Fidelity & Deposit, Baltimore. . 
Fidelity Union Casualty, Dallas. 
First Re-Insurance, Hartford. 
General Cas. & Surety, Detroit. . 
Gen’'l Acc., Fire & Life, Phila. 


General Reins. Corp., N. Y. 
Georgia Casualty, Macon 

Globe Indemnity, Newark..... 
Hartford Acc. & Ind., Hartford 
Hartford Steam Boiler Inspect. . 


Home Accident, Fordyce 

Ind. Ins. Co. of N. A., Phila. 
Independence Indemnity, Phila. 
International Fid., Jersey City. . 
International Ind., Los Angeles. . 


Interstate Casualty, Birmingham 
Kansas Bankers Surety, Topeka. 
Lincoln Casualty, Springfield... . 
Lloyds Plate Glass, New York. . 
London & Lancashire, New York. 


London Guar. & Acc., N. Y..... 
Maryland Casualty, Baltimore. . 
Mass, Plate Glass, Boston...... 
Manufacturers Casualty, Phila. . 
Manuf. Liability, Jersey City... 


Metropolitan Casualty, N. Y.... 
Metropolitan Motor, Cleveland. 
National Surety, New York..... 
Nebraska Indemnity, Omaha... . 
New Amsterdam Casualty, N.Y. 


New Jersey F. & P. G., Newark. . 
New Jersey Mfrs. Cas., Trenton. 
New York Indemnity, New York 
New York Plate Glass, N. Y.... 
Northern Ind., Grand Rapids. . . 


Northwestern Cas. & Surety.... 
Norwich Union Indemnity, N. Y. 
Ocean Acc. & Guar., New York. . 
Oregon Surety & Cas., Portland. 
Phoenix Indemnity, N. Y....... 


Pensylvania Mfrs. Assoc. Cas... 
Pennsylvania Surety, Harrisburg. 
Preferred Accident, N. V....... 
Royal Indemnity, New York... . 
Southern Casualty, Alexandria. . 


Southern Surety, Des Moines... 
Standard Accident, Detroit 
Sun Indemnity, New York... .. 
Texas Indemnity, Galveston. ... 
Travelers Indemnity, Hartford. . 


Travelers Insurance, Hartford... 
Transylvania Cas., Louisville... 
Union Automobile, Los Angeles. 
Union Indemnity, New Orleans. . 
Union on Co. of Indiana, Ind.. 


United Plate Glass, Phila....... 
United States Casualty, N. Y.. 
United States Fid. & Guaranty.. 
I nited States Guarantee, N.Y.. 
Western Surety, Sioux Falls. 
Zurich General Chicago.... 

* Theft only. 


How Far Can a Boiler 
One of the most interesting 
to the distance a boiler can be 


the following language : 


On June 
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$ 





1,108,522 
2 039,386 
617,005 


1,779,132 








420,453 


635,973 


904,850 
190,537 
966,519 


31,016 


336,123 
748,597 
3,031,131 
63,716 
396,691 
423,641 
81,614 
551,103 
3,726,528 
407,315 





9,609 262 
138,06 


I1 
384,054 






Losses 


bs) 
608 ,337 
2,296,898 


357 093 
930,843 
278,727 


804,220 


"55,994 
121.020 
1,526,900 
22,534 

" 64,127 
11.695 
1,185,345 


53,269 


"125,475 


1,399,902 






55,288 
,363,446 


65,563 
664,486 
113,439 


182,299 
323,981 


331,347 


1,190,593 
1,589,728 


2,876 
686,287 


370,934 
48,464 
81,435 


26,784 
73,054 


101,974 
"625,340 
1,319,883 

25,103 


239,607 
1,443,700 
32,624 


3,415,412 
43,203 
113,206 

516,397 
17,195 


890,441 
1,849,663 
2,211 


1,330,080 


Be Blown? 
stories in regard 


> blown is told in 


5, 1909, a water-tube boiler belong- 


| 
ing to the Denver Gas and Electric Company 
exploded in Denver, Colo., and it happened 





Premium 
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7,197 
9,778,292 
61,636 
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1,187,464 


953,775 


2,096,504 


"193,652 
364,311 
8,958,703 


108,507 
217 228 
13,323 
132,484 
3,883,088 


659,005 
449,149 
3,368,959 
34,814 
592,744 
4,226,848 
4'780,503 


244,755 
1,800,484 
384,049 


180,68 


6,755,769 
6,122,276 
"169,728 
956,822 


1,637,980 


9,560 
995,100 
581,648 


201,611 
791,837 
4,914,177 


199,645 


2,306,578 


3,125,493 
341,423 
1,025,306 
2'497 881 
129,472 
151,475 
—2'915 
16,204,949 


1,973,296 
6,602,110 


"114,096 


2,896,256 


WorKMEN’S COMPENSATION 


Losses 
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5,815,776 
29 682 
10 
6,948 
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6,223 679 


66,172 
85,512 


77.604 
2,514,480 


13,441 
448,646 


327,607 


2,007 594 


108,723 
314,789 
2.438.895 
2'888.917 


188,099 
$26,591 


77,406 


4,633,901 
4,479,347 





1,014,090 


2,257 
653,872 
105,772 


43,048 
403,230 
3,382,814 
"77,460 
1,677,084 


1,969,234 
275,792 


737,583 
1,698,006 
13,971 


1,330,735 
4'403'760 


1,649,091 


Premium 
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> 
2,823,406 
"6,609 
109,455 
3,640,713 
108,550 
150,802 
364,829 


466,848 

298,489 
1,389 879 
5,653,747 
—15,483 


1,888,101 
1,562,992 
2,743 
584,498 
534,600 
25,057 


647,983 
2,735,385 


2,673,182 
752,591 
38,798 


1,014,886 


6,000,354 
168.254 
45,696 


SURETY 


Losses 


g 


or) 
ve 
nD 





274 
5,629 


"556,100 
50.316 
289.662 
1,416,190 
"197,746 
96,906 


563,829 
462,966 


113,575 


1,297,272 
18,396 
1,021 


PLATE GLASS Burciary & THEFT StzimM BOILER 
Premium Losses Premium Losses Premium Losses 
$ $ $ $ $ ‘ 
810,496 317,979 1,671,483 577,601 SPOGO-. sacdan 
"1110058 °° 48301 «°° 15,185 «4550 2693 LLL. 
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138,479 


"306,051 
563.645 
544,888 


"245,881 
64,487 


"41,206 


1,044,240 
96,794 
174,881 


744,830 
85,637 


75,499 


70,465 
265,402 
864,286 


36,262 


that a man who was sitting at his office desk 
in a business building saw the boiler near the 
upper part of its course, and noted that it was 
then almost directly in line with the upper end 


of a certain flag staff. 


I obtained the meas- 


urements that were necessary in order to cal- 
culate the height from this observation, and 
concluded, from all the available data, that the 
highest point attained by the boiler in its flight 
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was 1659 feet above the ground at the power 
house in which the boiler was originally 
located. T checked this result in various ways, 
and believe that it is one of the best deter- 
mined estimates of the height to which a boiler 
has actually been thrown. 


This would be slightly more than twice as 
high as the Woolworth building. 
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And Insurance has REINSURANCE for its safety device. 









Our particular business is to furnish this safety to Casualty Companies 
through our Automatic treaties. We solicit inquiries about this es- 
sential of good insurance. 
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EMPLOYERS INDEMNITY CORPORATION 


E. G. Trimble, President 


KANSAS CITY 


CHICAGO LOS ANGELES NEW YORK , 
INSURANCE EXCHANGE 719 DetwiLer BuILpING 50 PINE STREET 
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SOUND, SOLID AND SUCCESSFUL 


| NEW HAMPSHIRE 
A Company ! FIRE 
Worth Knowing | | INSURANCE CO. 


ies 


From coast to coast, agents speak of their : G 
pleasant associations with this company. 

They are proud of it, for “back of each policy 
is the full strength of a powerful organiza- 
tion.” You could profit by representing it. 


PHILADELPHIA 
FIRE AND MARINE 
INSURANCE COMPANY 


508 Walnut St., Philadelphia, Pa. 
209 W. Jackson Blvd., Chicago, III. 
125 Trumbull St., Hartford, Conn. 
204-14 Pine Street, San Francisco, Cal. me 
745 Georgia Trust Co. Bldg., Atlanta, Ga. Ri 4 } FIFTY-FOURTH 
a: PROGRESSIVE ANNUAL STATEMENT 


danuary |, 1924 
| Cash Capital $ 2,000,000.00 
Assets 11.275,626.67 
| Liabilities,except Capital 5.873.397.23 
| ourplus toPolicyholders 5,402.229.44 
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PREMIUMS AND LOSSES IN 1923 IN IMPORTANT LINES 


Transactions of Leading Companies in Motor Vehicle, Tornado, Hail and Sprinkler 
Leakage Insurance 


























Moror VEHICLE TorNADO Hain SPRINKLER LEAKAGE 
COMPANY ' aia a aa ee — : ag a 
American Stock Companies Premiums Losses Premiums Losses Premiums Losses Premiums Losses 
aiaeallld $ $ 3 $ ior, | oe 
setna, Hartford. 1,931,759 783,812 1,238,042 563,846 268,966 184,143 25,177 10,963 
Agricultural, Watertown 500,033 180,030 115,009 30,817 122,840 145,178 6,847 2,459 
‘sIbany, New York........---- 6,841 589) 8,724 630 > eeas 393 11 
Alemania Fire, Pittsburgh veo ss 3 19,106 So: ie anne ere! 343 
‘Alliance, Philadelphia... ...--- 239,627 100,926 83,177 13,967 Rae 6,763 3 562 
American, Newark.......- 2,425,069 1,009,949 805,031 227,042 62,707 58,726 8,739 3,678 
\merican Alliance, New York 3,316 2,596 40,006 11,524 Weaaee 3,470 603 
Amer. Automobile, St. Louis. . 4,017,480 1,887,342 es ; a 
‘tmerican Central, St. Louis. .. 834,218 294,471 202,308 16,915 375 37 
American Eagle, New York. 252,275 107,581 231,277 85,327 55,187 48,9533 8,743 4,731 
American Equitable, N. Y....- 7 887 3,039 +80) 32 269 17,713 5,403 
American National, Columbus... 3,842 78 1,996 5,455 128 cece 
American Union, New York.... oe aya 938 2 
Assurance, New Y ork. . 158,426 99,011 aks . 
Atwood, New York. . . 12,668 2,396 880) : 
Automobile, Hartford. . . . *2,147,549 687,727 268,571 35,076 182,685 160,260 81,743 21,254 
Baltimore American, meee : 1,224 445 475 ee ; ; 
Bankers & Mchts., Jackson... 6,208 336 31,013 5,610 352 : 
Bankers & Shippers, N. Y.... 1,057,713 495,478 44,612 8,034 4,898 1,719 
Boston, Boston........ 1,004,289 413,806 131,293 32,614 519 ; 9,346 3 302 
Buffalo, Buffalo......... 28,021 $396 ‘ , ; , 
(aledonian-A mer., Hartford aes ase 4,311 636 ave 228 1 
California, San Francisco. . 85,449 19,370 26,820 2,308 31 apex 705 1,886 
Camden, Camden 248,877 88,612 233,849 25,022 21,594 11,303 7,403 1,371 
Capital Fire, N. H. . . 215 5,830 7,387 $34 ; - 583 161 
Central Fire, Baltimore... ; 8,159 2.762 4,742 
Central Mfrs.Mut., Van Wert,O: 297,605 87,863 cee se 
Central States Fire, Wichita... . 1,309 20 19,747 134 1,176 2 —525 
Chicago F. & M., Chicago. . . 215,942 47,606 30,817 4,905 148 pee 9,186 7,945 
Citizens, St. Louis. . . ‘ 25,238 1,564 A ate 5,573 1,120 
City of New York...... é 609,709 284,486 38,501 1.794 m9 7597 
it : 10,472 7,527 
City of Pa. Cone 140 "105 2,046 1,401 415 154 
Columbia, Jersey City. . . 114,721 4,419 20,508 4,130 32,144 27,769 7,964 2,056 
Columbian Nat., Lansing. Mich. 410 157 1,440 6,941 1,406 34 
Commerce, Glens Falls, N. Y... 725 15 : 
Commercial eo New York.. 190,320 61,271 46,910 85 395 2,037 
Commonwealth, New York.... 413,602 138,111 69,510 ), 802 4,251 8,498 
Concordia, Milwaukee......... —150 1,155 117,363 O71 
Connecticut, Hartford ; < 338,874 161,178 591,447 305,794 $12,430 38 8,685 
Continental, New York........ 1,261,395 535,570 1,153,467 275,933 244,303 43,457 24,102 
County, Philadelphia.......... 19,555 4,180 10,144 229 
Detroit F. & M., Detroit...... ; : 26,838 628 139 
Dixie, Greensboro....... a 92,019 12,890 14,596 2 598 23 470 
Dubuque F. & M., Dubuque. . . kone ee 67,686 } 
Eagle Fire, New York....... 12,355 877 3,465 224 
Employers Fire, Boston....... 402,989 124,764 7,865 $945 1,487 916 
East and West, New Haven oa has mee: 7,166 bl ; 291 59 
Equitable, Charleston. . 358 ae 2,435 143 237 118 
Equitable F. & M., Providence. 1,260 24,885 5,210 73 25 5,267 3,558 
Eureka Sec. F. & M., Cinn..... 9,445 20,965 1,041 196 
Farmers, York 5,814 183 858 55 
: , eee eee ee 0,514 o> os 155 
— I eee 146,312 13,422 ; are 975 340 
ederal, Jersey ( ity..... me 56,194 2,347 128,667 88,993 3,859 1,680 
Fidelity, Sumter, S. C...... 7,688 4,367 
Fidelity Phenix, New York... 907,525 496,218 220,746 195,503 34,938 19,321 
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— — San Francisco. 387,911 88,495 489 waG 7,271 3,698 
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The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 








Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 
ing Fire, Tornado and Auto- 
mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 











“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 - 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 800,000 


Surplus to Policy 
Holders....... 1,514,962 


Assets........... 3,806,949 











Moror VEHICLE 








COMPANY - 
American Stock Companies Premiums 
$ 

Mass. F, & M., Boston........ 420 
Mechanics, Philadelphia eee 
Mech. & Traders, New Orleans 134,778 
Mercantile, New York......... 573,450 
Merchants Fire, Denver.......  —.....- 
Merchants Fire, New York... . 167,590 
Merchants, Providence........  —..... 
Metropolitan-Hibernia, Chicago —s......... 
Michigan F. & M., Detroit..... = ...... 
Mich. Millers Mut., Lansing. . 673 
Millers Mut., Alton... <a teen 
Millers National, Chicago...... 106,067 
Milwaukee Mech. , Milwaukee. . 284,403 
Minneapolis F. & M., Minn.. 11,638 
Mississippi Fire, Jackson....... =... .. 
National American, Omaha. . 54,960 
National-Ben Franklin....... ‘ 79,669 
National, Hartford. . ‘+ 3,288,494 
National Liberty, New York. . 449,766 
National Reserve, Dubuque, nee 
National Security............. 28,881 
Nationa Union, Pittsburgh... . 1,740,140 
Newark, Newark. Rimes 489,592 
New Brunswick, New Brunswick — 
New Hampshire, Manchester 192,891 
New Jersey, Newark. 306,843 
New York State Fire, N.Y. 22 
Niagara, New York........... 782,264 
No. Amer. Nat. Des Moines... —....... 
No Carolina Home, Raleigh 49 
Northern, New York.... soso 
North River, New York... 1,605,837 
Northw’st. F. & M., Minnp’ See 
Northwestern Nat., Milwaukee. 399,309 
Ohio Farmers, Le Roy.. , 138,409 
Old Colony, Boston. . 316,621 
Orient, Hartford... 406,961 
Pacific Fire, New York 932,173 
Pacific States, Portland........ 199,372 
Palmetto, Sumter............. 7,877 
Patriotic, New York.......... 156,098 
Pennsylvania, Philadelphia. .... 669,846 
Peoples Fire, Frederick, Md.. 23,010 
Peoples National, a. ‘aioe 
Philadelphia F. & M., 1,471 
Phoenix, Hartford............ 705,598 
Pilot Fire, IBENOIINO.. 6.665. 2 sw ewe'cs 
Pittsburgh, a 
Potomac, Washington....... 281,874 
Providence W. ash., Providence. . 505,360 
Queen, New York. . ; : 1,480, 885 
Reliable Fire, Day ton. ax 693 
Reliance, Philadelphia. . Katalin 141,233 
Republic of Texas............ 9 weeees 
TS Sa 77 
Retailers, Oklahoma City...... =. ..... 
Rhode Island, Providence......  —...... 
Richmond, New York......... 3,322 
Safeguard, New York......... 63,587 
Savannah, Savannah.......... pon 
Security, Le Oe 248,148 
Security, Ia... ae 87 
South Carolina, Columbia... . . 2,675 
Southern Home, Charleston. . 2,344 
Springfield F. & M., Springfield. 944,906 
St. Paul F. & M., St. Paul. . 1,556,905 
Standard, New Jersey eames sake 
Standard, Conn.............. 13,869 
Standard, New York.......... eve 
Star, New York............ 177,223 
Sterling, Indianapolis. ... . 1,394 
Stuyvesant, New York. 160,774 
Superior, Pittsburgh a eee Sa eaee 
Twin City, Minneapolis....... 166,681 
United American, Pittsburgh. . Sis 
United Firemens, Philadelphia... 302,078 
United States Fire, New York.. 1,233,935 
U.S. Mcht. & Shippers, N. Y. 595,581 
Utah Home, Salt Lake City.. ious 
(REE ae 89,976 
Virginia F. & M., Richmond... Petter 
Vulcan, New York... 890 


Westchester, New York....... 
Wheeling, Wheeling........ 


Totals, American Cos... 


American Reinsurance Cos. 
American Fire, New York...... 
Eagle Fire, Newark. 

Federated Fire Re., 

Fire Reassurance. . 
First Reinsurance, Hartford... . 


Mason C ity. 


International, New York....... 
Inter-Ocean Re., Cedar Rapids.. 
New England, Pittsfield...... 
Prud. Ins. Co.of Gt.Britain,N.Y. 


232,556 





6,498 
1,022 


48,945 
26,613 


9, 399 


Losses 


51,592 
221,609 


*43,020 


1,283,685 
*126,198 
10,983 
564,250 
158,525 
7,253 
pp89,102 
107,745 


292,401 


552,796 


365,212 
58,684 
655 
54,422 
281,828 
10,701 


242,208 
791,002 


96,196 


"2,261 
20,087 


64,199 


*210 
3,779 
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PREMIUMS AND LOSSES IN 1923 IN IMPORTANT LINES (Continued) 








ToRNADO Ham SPRINKLER LEAKAGE 
Premiums Losses Premiums Losses Premiums Losses 
$ 3 3 3 
2,674 a, “wikais “waar 1,069 249 
34,713 — a a eee eo 
46,869 8,385 6,779 9,817 369 220 
71,203 15,353 18,051 16,047 12,468 9,197 
7,621 — sects saewes 199 116 
54,422 8,814 148,584 150,294 = 413 
i  ‘@mneee”  ‘Sepweree Oe oT | 
5,825 1 St a ee mS rr ST 
33,947 ee = ksaesis 0 C(t |UC‘CR Sf eee 
22,641 4,377 - sedars 1,125 4,939 
21,177 i eee 124 Pumas 
42,302 ea ¥ 
191,948 | ee 4,162 868 
70,024 21,817 158,818 175,931 199 128 
41,382 Py.) ee Deel 6 Che: «= ea 
39,742 5,001 46,255 30,374 ae re 
60,588 OS Pa , 22 woe 
1,118,134 385,021 238,285 255,312 —5 1,271 
22,341 CT cee 16,647 10,555 
16,47 6 —-- «sink -«.®eeie- sien oe tee 
32,289 2,264 — a 53 woe eee 
333,012 175,775 111,232 128,194 3,457 3,078 
54,754 errr pean 1,664 899 
24,697 2,647 esi 1,619 1,707 
87,844 pp20,83l1 ....... os 6,904 pp3,210 
33,966 | aa sees 3,597 444 
10,487 S| ize. , 1,316 ee 
258,554 79,220 239,408 299,904 8,586 5,890 
5,667 2,524 18,613 37,212 eer a 
2,729 a rrr 495 59 
18,015 1,602 ere ‘ pees ee 
201,669 57,763 19, 032 2 12,089 23,921 1,228 
53,335 2 en 3,430 1,493 
251,834 46,872 eve Sone 736 236 
190,666 174,482 4,183 86 2,161 1,839 
35,530 8,683 235 , 3,115 1,262 
104,156 18,934 7,078 876 946 391 
54,024 15,560 715 Ban 6,499 3,177 
17,634 ec veers 8 8  ~werane <e,. ~onntne 
23,954 2,231 ae a 1,061 938 
162,622 39,191 2,335 1,793 33,499 12,729 
15,662 0 ea aor eer cide Seales . 
37,917 CC T—wae— eee 807 s 
587,915 104,581 456,639 454,363 26,777 10,852 
3,092 OO: isbse 00 wistewiss sf) SR ee 
——— ii<Gavvet § 86455 jj S06see, ###desiiee  ~aaeaiee 
5,975 oe 8s shaves 7 ;  ontzee “ Seaaaee 
114,342 20,816 111,798 123,995 4,104 1,444 
257,270 ee eee er 47,350 17,404 
2,875 — owsieee  #eded 379 79 
8,107 fe ae re 2,050 511 
62,076 Se leas 60 Clee C(t wwe (ts 
15,005 S| a Se a 
11,226 | re ‘ ne 
68,180 Sf i —_—aee 9,120 5,408 
27,118 _ vs | eee 1,446 
17,517 ee eee ll ro 
4,585 Oe 3s bass wei 443 336 
265,991 99,569 215,334 230,612 3,406 1,711 
73,581 73480 0 Siaisin a fins. <sapeee nes 
2,140 Oe. 89 Gewese seman 191 209 
9,599 me shares - ‘ 1,052 153 
719,403 303,740 217,335 175,137 56,613 16,075 
677,161 239,596 337,627 312,041 24,017 10,464 
10,162 jee arres fy eens 
21,576 3,037 881 698 
24,771 300 948 Baer 
74,117 15,322 5,375 1,021 
43,520 2,833 4,815 1,459 
13,006 6,079 che : 
45,779 7e- = ' chpnes, “asad ceapurie 
61,400 rr re Te 
1,073 i. Geeson $$ xasoee eane : ' 
3,281 er 3,868 877 
452,562 127,087 90,811 85,342 53,652 20,606 
14,437 10,861 spvase 143 peas 
1,915 238 31 197 
6,546 > 241 26 
5,612 1369 ...... 
iho cree a ieiace 450 
278,227 104, 953 287,474 279,308 24,959 13,831 
1,149 137 
23,391,537 7,924,131 10,422,606 9,519,651 1,385,714 517,734 
20,673 4,160 4,582 3,613 2,586 1,888 
20,454 7,064 ee ae 3,697 788 
325 7 274,570 268,044 : 
42,133 15,004 249,494 111,458 2,253 1,368 
9,070 eS a a ee 488 167 
71,835 25,631 4,581 5,313 14,613 1,810 
129,543 12,189 23,815 14,905 3,862 848 
9,888 BADE GS oi ee 1,143 252 
19,826 we té‘“‘( eR U!|©6C sakes 4,834 524 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lows 





Semi-Annual Statement, 
December 31, 1922 


(Condensed from Statement to U.S. Treas. Dept) 


Admitted Assets..... $6,847,520 
Capital............. 1,000,000 
re 575,698 
Eleven Years of Steady Growth 


Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile insurance 


Let the Southern Serve You 

















COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 


ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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America Stor 
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Rosia, Hartford 
Union Reserve, 
Totals, A 


Direct Writne 
Atlas Assurance 
British America 
British General, 
Caledonian, Edi 
Century, Edinb 
Comm. Union, | 
Fagle, Star & B 
Law Union & 
Liv. & London 
London & Lane 


London & Scot. 

London Assural 
Netherlands, T! 
New Zealand, 4 
North British & 


Northern Assur 
Norwich Union 
Palatine, Lo mdc 
Phoenix Assura 
Royal, Liverpo 


Royal Exchang 
Scot. Union & ! 
State, Liverpoo 
Sun, London. . 
Tokio M. & F., 


Union, London 
Union, Canton. 
Urbaine, Paris. 
Western Assure 
Yorkshire, Yor! 


Totals, 
For 


Foreign Rein 
Alpha General, 
Baltica, Copen! 
Christiania Ger 
Consolidated A 
La Cubana Na 


Metropolitan } 
New India, Bor 
Nippon, Tokio 
Northern, Mos 
Norwegian Atl: 


Osaka M. & F. 
Paternelle, Par 
Prudentia Re- | 
Reins. Co. Sala 
Second Russiar 
Skandia, Stock 
Skandinavian, 

Swiss Reinsura 
Union & Pheni 
Warsaw, Wars: 
World Auxiliar 


Totals, 
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PREMIUMS AND LOSSES IN 1923 


THE SPECTATOR 


IN IMPORTANT LINES (Continued) 



































Moror VEHICLE ToRNADO Ha SPRINELER LEAKAGE 
)OMPANY ae ca - = 
‘enue Companies Premiums = _ Losses Premiums Losses Premiums Losses Premiums ; Losses * 
ii $ $ $ $ $ a a e.. 
33,144 *13,396 121,682 30,358 9,219 11,465 13,125 4,817 
Rosia, Hartford......--+-++++ . ’ . 
Tow Y 5S j 216 3,829 1,029 
Tnion Reserve, New York..... aN, 8,336 a 6,209 - 19,794 re + 16 3,8 4 a. 
ie ce ae - raed 3 BC 
Totals, Amer. Reins. Cos. 161,779 89,949 465,223 108,756 566,262 415,014 50,430 13,591 
. Tos ign Cos. 

Direc Writ er 523,6 290,97 3,5 2,527 4,563 1,244 
Atlas Assurance, London...... 528,600 290,979 143,340 ee go 100,165 112,527 7 ro cor 
British America, Toronto. ..... 60,315 — 24,595 a 80st ances “wamaad i 

wich ( "London....... 160,611 ae <r mn CME Se Mae =. 
er —..... 1,082,489 459,596 40,063 ie me | |e 1,825 

ae atiataieghl. ss eie's'« 160,611 7h th ne i RPE coms ous 
Gata, Edinbarat <n *1,086,012 *423,884 311,253 109,060 2,773 352 fk. 200 
om tee &B. D., London... 703,760 300,362 7 6,221 15.4 Benen eae 901 

a k, London... 66,898 41,077 25,045 (83 eae eer 1 
Le en ot Globe, Liv. a 1,044,445 513,472 466,051 191,380 86,405 103,953 10,366 
at & Lancashire, London.. 621,557 231,104 114,166 Ste ts, 8 saan = 

23,5: 597 25 5 215 354 
: Scot. Assur., London. 23,584 8,597 11,025 1,095 hoc Kagel o4 
in bcs London. ... 665,397 246,845 _ = euemen Waseiine 1,169 53 
Tetherlands, The Hague....... tiv. erates 12,439 ce ses noses 
ea Auckland....... —+4,778 4,690 5,697 723 ere qiiz6 a 976 
A British & Mercantile. . .. 688,584 270,608 227,076 67,673 10,042 6,560 92,609 35,069 
7 5 ) 26 5,165 14,125 
Northern Assurance, London. . . 479,980 168,598 198,064 61,264 sennes wees — _ 
Norwich Union, Norwich. . . . 457,015 191,110 118,005 33,717 4,017 2,629 7,541 or 
Pustine, London....-.. ++. #289457 «119,909 «115,273 51,531 273 339 TALS 1,124 
Phoenix Assurance London. . 608,150 194,719 127,937 See lMekeee 86=6=—S acess 31,104 yr 
Roval, Liverpool...-.......--- 2,089,409 826,530 544,853 = 175,720) see, sae 32,766 10,57 

i 5 10,628 5,647 5 2 79 1,337 
Royal Exchange, Longe argh 93°150 og438 (288002 18 "3 1478 4°530 
Seot, Union & Natl., Edinburgh 95,150 98,42 23,092 -_ a 
State, Liverpool........--+++- 25,462 16,654 Saat esate: | aialdloter 9 oo 248 
os, = 7,805 109,199 23,661 3,627 4,692 
Tokio M. &F, Tokio......... 50,740 25,970 (Cn ae me ee nee it) ee 

78,: 55 ),266 2 ee 6,721 1,074 

Lo ll 1 ga er 117,087 165502 “ : 4721 375 

ho ee "55,406 57,114 10,859 17,626 4,428 8,83 1 6,501 
‘estern Assurance , Toronto. . . 22,408 41,656 fate, Wieden » Uae 957 8 

ra : 3 in Noedras 496,780 234,465 20,523 TE © lduddlers | | eases 1 295 ez 18 
Is, Direct Writing i es aa Se ; soa Br 

as COBsecsse0- FG 405061 7,187,707 3,219,500 941,516 222,688 231,011 290,653 130,561 

Foreign Reinsurance Cos. So Delo ro te a ; i 
Alpha General, Calcutta....... = — pg a oe 3,554 oa ae 
Baltica, Copenhagen.......... O77 7 29,628 7,263 — 80s - Sea 4,88° 46 
Christiania General, Christiania. woeees ee os 51,77 ae pres hee — 
Consolidated Assur., London. .. 19,597 2,350 15,264 7,521 _, 820 5,61 an 
La Cubana Na., Havana....... 2,839 4,025 586 1,718 3,637 2,790 2,475 

i v: 576 } ¢ y 47 70 1 
Metropolitan Nat., Havana. . 576 906 9,099 290 479 <3 toa 
New India, Bombay 12,066 5,330 33,832 oO lama 7,421 _ 
Nippon, Tokio............--. 5,944 3,505 13,483 i cos , 968 2,080 
Northern, Moscow...........- 344 ll 3,309 2 291 1,779 2,267 243 
Norwegian Atlas, Christiania... = ...... SERED | Naoees | (adie 0a =O eee, erode 0 edines 
Osaka M. & F., Osaka......... 4,93: 3,152 10,994 4,019 3,749 : 628 
Paternelle, Paris............++ 497 267 16,890 6,673 fe eee 4,980 = 
Prudentia Re- & Co., Zurich... 23,356 13,917 50,236 10,416 701 tb 11,059 8,46) 
Reins. Co. Salaman., Copen.... 44,642 41,884 70,562 35,764 62,947 65,629 5,7 46 3,969 
Second Russian, Petrograd... .. 5,945 7,055 7,013 4,196 56,049 56,861 479 149 
Skandia, Stockholm ; : See 17,603 Ba, “sed 5,107 2,543 
Skandinavian, Copenhagen. . . 729 7,021 28, 860) 3,772 6,231 : _§8 “ ms 
Swiss Reinsurance, Zurich 92,046 22,410 47,783 oe sci 15,742 morn 
Union & Phenix Es., Madrid. 103,414 68,388 54,848 it 17,013 1,930 8,138 a 
Warsaw, Warsaw. . . ela 319 740 683 742 53 817 1,501 
World Auxiliary, London... .... 317 1,563 9,247 2,404 m2 _ 4,722 : 2,218 

Totals , Foreign Re. Cos.. ; 302,710 202,110 495,123 160,178 159,233 141,188 ; 94,150 52,087 
Grand Totals, Amer. and eee oe nae weno z : Beas 
Foreign Cos ... 83,491,364 34,536,980 27,571,383 9,134,581 11,370,789 10,306,864 1,820,947 713,973 


"Includes aircraft. pp%Includes adjustment expenses. ¢ Business re 


Automobile Liability Needs 
(Continued from page 4) 


time, but believe it was very good advice, and 
| wish you would be kind enough to see that 
iny policy, as per above number, is amended to 
tread this way, sending me bill for the differ- 
ence in premium. Lately two or three of iny 
iriends have had accidents, which did not ap- 
bear Of any great consequence, but they are he- 
Ing sued—one of them for $100,000 and the 
other for $200,000. I find that women, who 
have their physiognomy damaged, are apt to 
‘et a great value on this personal beauty, partic- 
ularly when it applies to “face-y-ognomy.” 

A man with a 5/10 policy is all right so far 
But he is skating on thin ice. A 
%10,000 verdict on a death case involving one 
Person would bring the shadow of the law 
over the home which he has, perhaps, just paid 
lor. Think of it! All for the lack of (in this 
case) a 10/10 policy costing a mere 10 per 


as he goes. 


insured in Hartford Fire Ins. Co. 


cent additional to his public liability premium. 
Increased limits cost so little that it 
ill-advised person who thinks high limits un- 


is an 


necessary. When an individual considers him- 
self in a position to afford a car he owes a duty 
to himself, his family and the community. A 
high limit policy—at least 25/50—is the least 
he can safely afford to buy, and no man these 
ays should have insurance under that. 
Insofar as property damage is concerned the 
point at issue is not so involved. There are not 
very many times when an automobile or other 
Yet 
there are such occasions, as in the case of a 
high-priced car being smashed up by a policy- 
holder. 
Collision 


object is damaged much beyond $1000. 


(that is, protection on 
your own car to your own car only) is more or 
If you can afford it 


insurance 


less your own funeral. 
you ought to carry it. 
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Group Accident Insurance 
(Continued from page 19) 


stance, has issued an attractive booklet, splen- 
didly illustrated, giving data for the employer 
on this form of insurance for his employees. 
It serves as a textbook, also, for the selling 
representatives who should be interested in 
spreading this relief among the workers of this 
country. It may be had for the asking. Its 
title is “Data for the Employer on Group Acci- 
dent and Sickness Insurance for Employees.” 

There can be no doubt that group disability 
insurance is a great force for good in industry 
to-day. Industrial worry is distributed around 
five main points: wages, disability, unemploy- 
ment, unprovided-for death, old age. Group 
accident and sickness insurance therefore dis- 
pels its proportion of worry among wage-earn- 
ers and helps them through financial troubles 
when disabled. 

Charles W. Eliot, President-Emeritus of 
Harvard University, has just celebrated his 
ninetieth birthday, and his words of wisdom 
are read with reverence. Miscellaneous papers, 
written between eightieth and _ ninetieth 
birthdays have just been published. His argu- 
ment relative to industrial peace is so sound as 
to provoke no criticism. He argues that profit 
sharing, together with co-operative and intelli- 
gent welfare work, is capable of bringing into 
play, in all levels of industrial life, the motives 
which develop humane, civilized and improving 
conduct and character, and that it gives play 
to the motive of loyalty without which it is 
difficult to conceive how anybody can work 
happily. 


his 


A Tor or Prorit Distrrpution 

One of the forms of profit distribution is 
found in group insurance and the cost is fast 
coming to be regarded as a legitimate item of 
operating expense. These insurances, together 
with thrift, home and stock ownership, and 
pensions, are an additional return to the em- 
ployee over and above his regular wage and 
one entitled to classification as forms of profit 
distribution. Understand that we are not con- 
sidering the principle of profit sharing. The 
distinction between profit distribution and profit 
sharing is that profit sharing bears a certain 
definite relation percentage to the actual 
profits made on the business. Profit distribu- 
tion is a pre-determined amount fixed at the 
will of the management usually with the right 
reserved to, at any time, withdraw the bene- 
fits accrued and make a new arrangement. 


in 


FutTurRE PROBABILITIES 

Sickness compensation, through an adequate 
plan for wage-earners as well as for salaried 
employees, is especially a desirable method of 
distributing profits. It is effective in promot- 
ing stability of employment and loyalty of em- 
ployees. It is effective in promoting a feeling 
of security in the minds of employees by re- 
moving one of their causes for worry. Within 
a decade it will be recognized by all employ- 
ers as one of the necessary conditions of em- 
ployment. Its chief argument is that it is 
right and that it is just. 
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Automobile and Accident and 


Teams Insurance Health Insurance 









HE Commonwealth Casualty Company specializes on two 





lines of casualty insurance. The service that it is able to 
give on these important lines is not surpassed by any company. 
The Commonwealth has enjoyed a long and prosperous career 
and is the oldest company of its kind in Philadelphia. 











HENRY C. STEWART, President 
E. W. COOK, Ist Vice Pres. and Gen’! Mer. E. S. COOK, Secretary 


COMMONWEALTH CASUALTY COMPANY 


PHILADELPHIA PENNSYLVANIA 










































“Our rates no higher 
Our service better!” 


Americanize Your Credits 


Credit Insurance, as issued by the American Com- 
pany, is a broad service which brings to manufac- 
turers and wholesalers the following vital benefits: 










1—It reduces the credit waste. 

2—It affords an accurate basis for costs. 

3—It affords superior collection facilities. 

4—It increases efficiency. 

5—It promotes prosperity by stabilizing business 

6—It distributes the burden of loss and affords an 
independent reserve fund over and above the 
capital employed. 


The American Credit-Indemnity Company has suc- 
cessfully rendered such service for the past thirty 
years. In that time we have not only paid over 
thirteen million dollars to our policyholders, but have 
prevented countless losses as well. 

























Let our local representatives tell you about our 
Policies, as well as help you with your particular 
credit problems. | 


The AMERICAN CREDIT-INDEMNITY CO. 


of NEW YORK J.F. McFadden, President | | 
Executive Offices: | 
511 Locust Street St. Louis, Mo. | Writing Casualty Insurance, 
Offices in all the Principal Cities Fidelity and Surety Bonds. 


Credit Insurance Exclusively 





HOME OFFICE - - - DAVENPORT, IOWA 




















